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All Read One of the important features about NATIONAL HARDWARE is 
y the fact that it is PACKED wae deca of all ag 4 bolts, 
nuts, lag-screws, end-caps and full directions for attaching. great 
to Attach convenience for the customer and an even greater one for hardware 
dealers. There’s no time wasted figuring the number of bolts, screws, 
nae etc., that are required, nor the style and size that should be 

used. 


Take our No. 77 Storm-Proof Barn Door Hanger for example. The 
customer asks for a set of storm-proof barn door hangers. You reach 
up on the shelf, take down a set, lay it on the counter and say, “Any- 
thing else?” The customer is pleasantly surprised to know it is packed 
complete and that the price you quoted includes screws, nuts, bolts, 
end-caps, etc.—and the transaction is completed in a few seconds. 


Then there are many other reasons why it will pay you well to sell 
the NATIONAL Line. It is the finest made, it embodies many pat- 
— and it is “REASONABLY-PRICED to sell at GOOD 


Why? Because it is also NATIONAL policy to sell only direct to the 
retail trade. Ask us to send our catalog that you may thoroughly ac- 
quaint yourself with this well-known line. 


National Mfg. Co. 


Sterling, Ill. 
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Turning Over 


$10,000 in Paint 


Three Times a 


Thorough Knowledge of Stock, 


Insistence Upon Quality and 
Timely Advertising Sell Paints 


and Varnishes for K 
Stack Hardware Co. 


URNING over a $10,000 stock 
of paints and varnishes three 
times a year, and at the same 

time maintaining a consistent turn- 
wer of hardware, within fifteen 
miles of New York City, is an 
achievement of no mean propor- 
tions, This is a conservative es- 
timate of the annual paint and var- 
nish business done by the Kirby- 
Stack Hardware Co., Elizabeth, 
N. J., according to H. M. Imler, 
Manager of the firm. 

There are reasons to believe that 
the annual turnover of this firm on 
paints and varnishes is somewhat 
better than the estimate given by 
Mr. Imler, but since we have no 
available figures on which to base 
our own valuation we must per- 
force limit our remarks to this 
slight and incidental reference. 

The methods employed by the 
Kirby-Stack Hardware Co. to effect 
a turnover of this size are, in the 
Main, as simple as they are sound. 
In the fundamental elements of 
every method the principles of prac- 
tical merchandising are followed 
With scrupulous attention even in 
the most minute details. 


Year 


irby- 


In the first place, every person 
at the Kirby-Stack Hardware Co. 
who has anything to do with sell- 
ing paints and varnishes has an 
abiding confidence in the reliability 
of the brands they sell. They be- 
lieve in what they sell, because they 
believe in demonstrating the value 
of an article to their own satisfac- 
tion before they attempt to convince 
other people. 


Confidence in Brands Sold 


Mr. Imler has tested out the 
paints that he sells. He has dem- 
onstrated to his own satisfaction 
the practicality of certain qualities 
of paint for specific purposes. The 
results of his experiments are 
known to all of the men behind the 
counters of the Kirby-Stack Hard- 
ware Co. Consequently, when a 
statement is made to a customer 
that a certain quality of enamel or 
floor covering will not be an eco- 
nomical purchase, even though its 
actual cost is less than that of an- 
other type, that statement is based 
on fact and not on hearsay, on ex- 
perience and not on theory. 

Confidence of this nature on the 
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This firm emphasizes the fact it handles 

paints in no uncertain fashion. The sign 

above the sidewalk attracts one’s attention 
and the window does the rest 


ser 


part of a dealer inevitably creates 
confidence in the mind of the cus- 
tomer. People like to trade with 
a man who knows what he is sell- 
ing. They appreciate suggestions 
which they can personally use with 
convenience and profit. 

Having established a trade that 
believes in the firm and in what 
it sells, the Kirby-Stack Hardware 
Co. cannot afford to sell anything 
except on a quality basis. Quality 
is the foundation of its business. 
It has never stocked substitutes of 
any kind. Even during the period 
of the war, when substitutes were 
more or less prevalent, especially 
substitutes for turpentine, linseed 
oil and other mixing ingredients, 
Mr. Imler never carried a single 
substitute article in stock. He 
would not risk losing the confidence 
of a single customer even in that 
crucial period. The results have 
more than compensated him for his 
trouble, and his policy has meant 
a renewal and an inczease of con- 
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This display of the Kirby-Stack Hardware Co., Elizabeth, N. J., 


utilizes every agency at the disposal of the display man. 


The 


cardboard cut out figures are particularly effective 


fidence for which he has every rea- 
son to be proud. 

The usual methods of stimulating 
old business and of aitracting new 
trade are employed by Kirby-Stack. 
Window displays have a prominent 
place in any campaign that is 
launched to increase sales. A paint 
and brush display is shown on 
this page. It is concentrated en- 
tirely on paints, varnishes and 
brushes. The cardboard illustra- 
tion of a woman engaged in paint- 
ing a small table is an effective use 
of a manufacturer’s “help,” and 
shows that Kirby-Stack utilizes 
every agency at its disposal. 


Advertising Methods 


In conjunction with its window 
displays the Kirby-Stack Hardware 
Co. does more or less extensive 
newspaper advertising in _ local 
papers, and makes practical use of 
circulars and manufacturers’ liter- 
ature. Stuffers are wrapped with 
packages and mailed with invoices 
and statements. 

“People are doing more painting 
this fall than they have done in a 
long time,’ Mr. Imler says. The 


housing shortage has made it nec- 
essary, in his opinion, for many 
people to “brighten up the corner 
where they are.” Most of his trade 
is composed of men. Elizabeth is 
a community where there are a 
large number of free householders. 
These men do their own painting 
to a large extent, and the Kirby- 
Stack Hardware Co. is making it a 
point to be the source of supply for 
each and every one of them. It 
is working on the principle that a 
man once satisfied is a customer 
won. 

Many men, Mr. Imler thinks, who 
make an initial purchase with the 
intention of doing a bit of work 
around their homes will find that 
they require some additional article 
in order to continue their work the 
following evening. If they have 
been satisfied with their original 
purchase, and have received a little 
extra attention in the way of ser- 
vice or suggestions, they will want 
to buy the additional articles that 
they require at the same place 
where they made their first pur- 
chase. It may, however, be incon- 
venient for them to stop off on 


their way home from work the fol- 
lowing evening. 

“It has been our experience,” Mr. 
Imler says, “that the wives of these 
customers will come into the store 
to make the purchase for their hus- 


bands. That is just the thing we 
want. If we can sell the man of 
the house it often gives us an Op- 
portunity to interest the woman in 
some other line of stock, and thus 
increase our number of customers.” 

Is it any wonder, therefore, that 
Kirby-Stack Hardware Co. should 
turn over its stock of paints and 
varnishes three times a year? It 
may be said that Mr. Imler is an 
opportunist. But it would perhaps 
be more accurate to refer to him 
as a man who creates opportunities 
for the increase of sales. 


An Unusual Display 


Another firm that does a large 
volume of paint and varnish busl- 
ness is the National Hardware 
Stores, Inc. This firm has a large 
number of stores in various places. 
The photograph of a window dis- 
play of paints, varnishes and paint- 
ers’ supplies that accompanies this 
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article was shown at the Passaic, 
N. J., store. The window was deco- 
rated by Louis Wald and shows a 
slightiy different arrangement than 
one usually sees. The variety of 
brushes is attractively displayed 
both in panels and on the floor of 
the window. The elevated section 
in the back part of the window, 
upon which stands a miniature 
house, surrounded by cans of paint 
and enamel, has the advantage of 
separating the goods displayed in 
such a way that one gains the im- 
pression that there is a great deal 
more in the window than is actually 
the case. 

It relieves the monotony of a 
large number of cans and brushes 
ina practical and pleasing manner, 
thus making possible a large and 
assorted display of a line that does 
not readily lend itself to decorative 
purposes. The shelf at the top of 
the window is used to good advan- 
tage in showing a more or less kin- 
dred line—namely, that of asphalt 
shingles. 

Dealers in the East who are fea- 
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turing paints and varnishes in their 
windows and in their newspaper 
ads report a marked increase in the 
volume of sales this fall over those 
of last year. Dealers in widely 
separated localities repeat the same 
thing in answer to inquiries. 

“We are selling more paint this 
fall than we have sold in a long 
time,” they all say, with a singular 
similarity of expression. People 
are fixing up for the winter, and 
it is the wise dealer who is antici- 
pating their needs and supplying 
their requirements. 


Two Influential Agencies 


It may be of interest to observe 
by way of conclusion that next to 
actual necessity the two most in- 
fluential agencies operating for the 
purpose of increasing the demand 
for paints and varnishes irrespec- 
tive of brand are the National Save 
the Surface Campaign and the Na- 
tional Clean Up and Paint Up Cam- 
paign, both separate and distinct 
organizations seeking to educate 
the public about the saving virtues 
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that are to 
paint and 


and general advantay 
be found in the use 
varnish. 

The National Save the Surface 
Campaign is more or less generally 
known and its slogan “Save the 
Surface and You Save All” is be- 
oming a familiar quotation upon 
the lips of men and women every- 
where. It would probably be diffi- 
cult to trace directly its influence 
on the sale of paint in any given 
community, but the cumulative ef- 
fect that its influence is having and 
will continue to have is gradually 
beginning to be appreciated by job- 
bers and dealers all parts of the 
country. The sam: true in other 
ways of the National Clean Up and 
Paint Up Campa 

Dealers who are nevlecting to 
make use of the li ‘e, circu- 
lars and service of two or- 
ganizations are wasti valuable 
sales agencies which would 
find valuable, not only in their ad- 
vertising work but very profitable 
also for their salesmen to use in 
sales talks across the counter. 
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| Are You Ready to Carve the Turkey? 


Thanksgiving Day Approaches and Your Windows 
Should Feature Cutlery and Kitchen Utensils 
—Making Your Displays Unusual 


HANKSGIVING DAY this 
T year has been crowded into the 

background of our anticipa- 
tions. 

The proclamation of the President, 
setting aside the 11th of November 
a national holiday, as a tribute to 
the unknown dead of the World 
War, and the arrival in this country 
of foreign diplomatists and military 
leaders, whose names and achieve- 
ments during the past six years 
have been on the tips of many 
tongues, and who now gather to at- 
tend the great International Con- 
ference on Disarmament at Wash- 
ington, have paled our usual savory 
anticipations which annually precede 
the feast of Thanksgiving. 

But it would be as unpleasant for 
us to neglect the Thanksgiving fes- 
tival as it would be unprofitable for 
the hardware dealer to neglect to 
arrange a Thanksgiving window dis- 
play. The Thanksgiving spirit de- 
mands a display with something of 


the festal air about it. It calls 
for an implication of prosperity and 
plenty. It requires a subtle and ar- 
tistic touch because it is a day and 
spirit entitled to an overflowing 
measure of full-flavored satisfac- 
tion. 

The four Thanksgiving window 
displays shown on these pages ex- 
emplify this spirit with a fidelity in 
detail that is conspicuously attrac- 
tive and worthy of close scrutiny. 
Each of the four is original in its 
arrangement, has something of the 
festal air, has an implication of pros- 
perity and plenty, and is artistically 
gratifying to both eye and sensibil- 
ity. 

The display of savory roasters, 
carving sets, pie plates and sundry 
other cooking utensils, which was 
sent to us without name or mark of 
identification whatsoever, and which 
we are therefore unable to credit to 
any firm, is a display that has a sub- 
stantially appetizing quality about 


it, thoroughly in 
Thanksgiving. 

It requires only the gentlest 
stretch of the imagination to peer 
upward into one of the roasters in 
this window, and fancy a turkey re- 
posing majestically in bubbling 
gravy after a manner peculiar to it- 
self and sending forth, into every 
nook and corner of the house the 
savor of its appetizing flavor and re- 
nown. Thanksgiving would not be 
what it is, indeed, without the 
sacred bird, that has graced the 
groaning board from the first Pil- 
grim Thanksgiving three centuries 
ago at Plymouth down to this pres- 
ent waning year. 

The extremely attractive display 
of carving sets and kitchen cutlery, 
arranged by Charles Conover, at 
Banister & Pollard Co., Newark, N. 
J., is somewhat out of the ordinary 
and decidedly above the average even 
among Thanksgiving windows. It 
is a window that has brought results 


keeping with 





RE, 
ear 
ae 





wal | 
o— 


[HUEY & PHILP HARDWARE CoO. 


ah digg 


yy £m, 
* 











Carving sets were the only articles featured in the window, of this 


Dallas, 


Texas, store. 


The background of ducks and the 


chrysanthemum-covered trellis border added richness to the setting 
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| Just what you 
need to 
get your best 
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We have every 
Utensil you nerd 


to prepare the 
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Youll find a variety of 
articles adaptable to 
Thanksgiving uses in this 
window. Savory roasters, 
iely molds, pie pans and 
cutlery are to be found 
and nothing seems to have 
been forgotten 
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N. Lindsley’s store 

inge, N. J., showed 
the dinner table, turkey 
ll. “We have every 
ut you need to pre- 
pare he Thanksgiving 
dinner,” js the card. 
Cutlery vare, glass- 
ware and hen utensils 


a 


were also prominently dis- 

played against a_ back- 

ground suggestive of the 

season. What more could 
one ask? 
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Banister & Pollard Co., Newark, N. 


many people stop and investigate. 


in the sale of carvers. The stuffed 
turkey standing in the center of the 
window in an attitude of attention 
was as realistic in effect as any tur- 
key hen that ever gobbled corn. The 
background of dry stalks and 
autumn leaves has set off the win- 
dow with extraoridnary effective- 
ness, as the number of people who 
have gone out of their way to in- 
spect it would undoubtedly testify. 
The card in the left foreground was 
an ingenious touch that has brought 
smiles to the lips of many a passer- 
by. 

“A bird may not return to the 
same nest,” it stated, “but once a 
customer has used a piece of our cut- 
lery he will invariably return to our 
store.” 

Huey & Philp Hardware Co., 
Dallas, Texas, developed a particu- 


It’s the 
ing ti 
to stop, 


unusual display that is the successful one. 


spect and finally buy. 
' find yourself well repaid for your effort. 


J., have featured the great American bird in his native surroundings. 
Competent salesmen did the rest 


larly artistic display, devoted en- 
tirely to carving sets. These were 
arranged in such a way as to be 
doubly attractive by reason of the 
light which they caught and reflected 
in scintillating rays and flashes. A 
member of the firm said in describ- 
ing the display that: 

“The background of white muslin, 
neatly gathered and trimmed with a 
trellis work border in which are 
fastened chrysanthemums, the flower 
of the fall season, is very attractive, 
while the center piece of mounted 
ducks against a water color sketch, 
representing the feeding place of 
such fowl, is truly a work of art.” 

The other window shown at John 
N. Lindsley’s, Orange, N. J., is in its 
own way equally as striking as any 
of the others. It shows a variety of 
goods suitable for Thanksgiving. 


This window made 


“We have every utensil you need to 
prepare the Thanksgiving Dinner,” 
the card announces, and an inspec- 
tion of the window will bear out the 
card in many ways. The table, fully 
set for the banquet, is well carried 
out,.and the roast turkey in its cen- 
ter looks good enough to make any- 
body interested. 

In conclusion, it is perhaps per- 
missible to stress the fact that all 
four of these windows were effective 
stimulants to sales of kitchen uten- 
sils and cutlery. The fact that they 
were all different from the usual 
displays that one customarily sees 
added materially to their effective 
ness and sales value. People are con- 
tinually looking for something dif- 
ferent, and it is one of the functions 
of a salesman to supply them with 
what they want. 
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The ordinary window may succeed in catch- 
cye of the passer-by, but the one that really carries a message is the one that causes him 
If you make your Thanksgiving displays out of the ordinary you 
Your customers will attend to that 








~The Nature and Properties of Pz nt 


Certain Fixed Principles Obtain in the Manufacture 
of All Good Paints—Hardware Stores the 
Best Mediums of Distribution 


N my earlier days paint was 
I usually defined as mud, ground 

in molasses and tinted with 
moonbeams. There are some 
brands to-day which have no fur- 
ther standing than the formula I 
have mentioned, but numerous 
State laws have been enacted which 
in a great measure have reformed 
the paint industry, so that to-day 
it is on a higher plane than ever 
before. Unfortunately, some man- 
ufacturers of paint adhere to the 
old-time tradition and market ma- 
terial under the name of paint, the 
effect of which is just as bad on 
the surface to which it is applied 
as that of bad alcohol is upon your 
system. 

Every man that goes into the 
paint-making game does not con- 
tend he has the best paint in the 
world—he admits it. What the old 
Quaker said to his wife illustrates 
the idea: “Everyone is crazy ‘but 
thee and me, and sometimes thee 
is a little peculiar.” 

No doubt you gentlemen have 
asked yourselves why there is so 
much difference in paint. Such and 
such a firm has been in business 
a long time, they ought to know 
how to make a good paint, you say. 
This is best answered by the fact 
that you can go to the bakery and 
buy a loaf of bread, but it does not 
satisfy as did the kind mother used 
to bake. After all, it is knowledge, 
plus scientific research, always 
striving for improvement, that is 
causing some of the younger houses 
to rapidly come to the front. 


What Is Paint? 


What is paint? The new scien- 
tific and authoritative definition is 
that, irrespective of this ingredient 
and that ingredient, paint is a solid 
color or pigment mixed with a ve- 
hicle to form a surface coating. 
The selection of all component 
parts should be contingent upon 
the chemical action of one upon the 
other, and the action of the ele- 
Ments upon them all. So you see 
what a wide latitude this leaves for 
the manufacturer who wants to 


By WILLIAM C. McMULLIN 


(EpDITOR’s NOTE.—The follow- 
ing address on paint was recently 
delivered before the Philadelphia 
Hardware Association by Wil- 
liam C. McMullin, of the Leigh- 
ton, McMullin Co., Inc., Philadel- 
phia. It has many merchandising 
features that the hardware mer- 
chant who sells paint can apply 
to his own business.) 


make paint as he always did, and 
who is forgetting and overlooking 
the fact that modern science steps 
in with the uncomfortable ques- 
tions of purpose and permanency, 
and plays havoc with the outworn 
superstitions and home-made for- 
mulas. 


Many Acceptable Pigments 


It is conceded there are a great 
many pigments which are accept- 
able and which will make good 
paint. The average layman, from 
the great publicity given to white 
lead, is not conversant with the 
fact that white lead is not the base 
of all paint. By that I mean there 
are chemical colors into which no 
white lead enters. There are um- 
bers, siennas, known as_ earth 
paints, which contain no_ lead. 
There are the chemical colors, such 
as greens, yellows, blues and ver- 
milion, which cvntain no _ lead. 
There are the oxides, such as 
ochres, Venetian red and metallic 
brown, which are likewise free 
from white lead. In buying a bill 
of mixed paint it must not be con- 
strued that every shade on the 
color card that you present to the 
average buyer has for its base white 
lead. Many, however, are led to 
believe this. 

It is true, however, that for 
white and the lighter tints white 
lead is about the oldest pigment 
that is in use to-day, but just as 
progress has been made in all other 
fields of endeavor, so some firms 
have made greater progress than 
others in paint making. As an illus- 
tration, you do not go to bed by the 
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light of tallow candle, for the 
candie has been displaced by gas, 
and ¢ in a great measure, by 
electric \\l three are used, and 
the same is true of pigments in 
paint makin to-day. Lead is con- 
ceded to be Idest yet most 
chemically act nent we have, 
and it has grea ing capacity. 
Used alone, how it lacks dur- 
ability on accou: its spongy 
nature. 

Zine is used in France almost 
exclusively, and forms the base for 
many of the better enamels that 
we have to-day. It is hard, and, 
when mixed in proper proporticn 
with white lead, it adds to its :ife 
and produces greater whiteness. 

Then we come to what are 
known as the inert pigments, such 
as barytes, china clay, whiting, as- 
bestine and blanc fixe. Here, again, 
we are confronted with more or 
less of a diversity of opinion as to 
what constitutes the best inert sub- 
stances that can be mixed in com- 
bination with lead and zinc. Irre- 
spective of the merits of any of the 
inerts mentioned, there is a safety 
point and there should be no over- 
crowding, either of the lead or the 
zine, with too large a percentage 
of the inert. As I have explained, 
vou have a candle in your house, 
you can have gas and you can have 
electricity. Which do you use the 
most? Naturally, the electricity; 
you use the candle for going into 
the basement and the gas for cook- 


ing purposes. 
Proportions of Ingredients 


The thought I want to get over 
is that this cas ids a parallel 
in good paint making in the same 
proportion or use of lead, zine and 
inert. You can use either the lead 
or zin little greater propor- 
tion, when you attempt to use 
the inert to a larger extent, then 
vou are detracting from the merits 
f the other two. In other words, 
you could use 55 per cent or 60 
per cent lead, 30 per cent zine and 
10 per cent inert, but if you at- 
tempted to use 60 per cent inert you 
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are reversing the proposition, and 
the only reason for a manufacturer 
doing this is to lower the cost. The 
ideal formula of to-day is conceded 
to be 60 per cent lead, 30 per cent 
zinc and 10 per cent inert for a 
high-grade quality paint, and any- 
one who is making a grade such 
as I have mentioned is offering a 
mighty good brand of paint.. Any 
combination that varies but slightly 
either way in the use of lead, zinc 
and inert can be classed as a good 
paint, but a greater percentage 
than 10 to 12 or 15, at the most, of 
inert should not be used in the best 
grades of house paints. So much 
for pigments. 

Now we come to the vehicle, or 
liquids. Of all the liquids we have 
tried in painting nothing has ever 
been found which so well meets the 
requirements of durability as lin- 
seed oil, on account of its drying 
and absorbing oxygen and forming 
an insoluble coating. It must not 
be understood that this oil coat is 
entirely unaffected by moisture. On 
the contrary, a plain coat of linseed 
oil, no matter how dry, will, on 
exposure to excessive moisture, be- 
come porous and spongy. This con- 
dition is largely overcome and the 
underlying oil coating greatly pro- 
tected from over-drying or decay by 
mixing with the proper pigments 
to form a paint which is far less 
porous, thus protecting the surface 
much better than with the oil alone. 
The true life and protection of a 
paint is not the oil, nor yet the 
pigment, but the proper combina- 
tion of the two, each enhancing the 
value of the other. You can see 
how essential it is to have not only 
the proper oil but the right pig- 
ments as well. 


Nature and Uses of Turpentine 


Turpentine does not burn the 
paint, as many believe. Turpen- 
tine evaporates the slowest of any 
of the volatile paint solvents. It 
is used to give ease in working, 
depth of penetration and to assist 
in drying. When used in under- 
coatings, turpentine reduces the 
gravity of the oil and assists in 
opening the pores of the wood, thus 
allowing a greater depth of pene- 
tration. Never substitute gasoline 
or benzine for turpentine, for they 
are not substitutes. Gasoline is not 
a paint solvent; it is the lightest 
of the petroleum products, and is 
worthless as a substitute for the 
use to which turpentine is put. 
Benzine or naphtha, while better 
paint solvents than vasoline, are 
light petroleum products of high 
gravity, reducing rapidly and evap- 
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orating quickly. They do not pene- 
trate, but evaporate on the surface, 
making the paint hard to work, re- 
tarding the brushing out of paint 
and preventing working the pig- 
ment into the pores of the wood. 
They also leave too much pigment 
and a dangerous undercoat with- 
out sufficient penetration or binder. 

But with these pigments and ve- 
hicles you would not say you had 
a pure paint for the same reason 
that pure gold which is twenty- 
four karat will not last as long or 
wear as well as fourteen-karat gold, 
which has a small amount of alloy 
added to it. 


Care in Selection 


Now, for the sake of argument, 
supposing every manufacturer used 
this formula, even then some of 
them could show a better product 
than others. The question arises— 
how is this possible? The answer 
is that greater care is used in the 
selection of the pigments and ve- 
hicles. 

One manufacturer takes the ma- 
terial just as he gets it, the lead, 
zine and inert and linseed oil, and 
puts it together in the proportions 
I have given. Another has a set 
standard, and, as lead comes in, 
it is inspected and tested and if 
it contains a slight percentage of 
moisture he is not satisfied, but 
places it on drying pans to remove 
the moisture. The same is true of 
other pigments, or if, in the judg- 
ment of his chemists, there is any 
defect, the material is rejected. 

The other maker says he can- 
not afford to have a chemist, and 
takes a chance of the material be- 
ing all right. He is the fellow who 
usually has the complaints, and as- 
certains, to his regret, that in the 
making of paint scientific research 
and brains are needed. The man- 
ufacturer who does not take these 
precautions will make you a little 
lower price, claiming his overhead 
is not as great. He will use linseed 
oil just as it comes from the 
crusher, knowing that it contains 
a certain amount of moisture, but 
he does not care to go to the ex- 
pense of removing these defects, 
as in the case of the quality paint 
manufacturer. 


Making Cheap Paints 


When second, third or fourth 
grades of paint are made a very 
small percentage of the pigments 
that are accepted as standards are 
used. Linseed oil is used to a de- 
gree, but the old theory that water 
and oil will not mix is exploded 
in the making of these brands. 
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| Why are cheap paints made? 
Just as long as the buyer insists 
of a.manufacturer that le must 
have a low-priced paint, just so 
long will these paints be made. But 
let no dealer think he can avoid 
the ultimate responsibility to his 
customers. A simple way to detect 
these goods is herewith explained. 
If I take a can of good, high-grade 
paint, stir it thoroughly aid insert 
my spatula, the liquid and pigment 
as combined will leave the spatula 
in drops, but in the case of an emul- 
sion the effect is more like soft 
butter. You have to shake your 
spatula and then it drops off in 
pieces. This is a pretty good way 
to determine the quality of paint 
you are selling. 

Good paint and brushes should be 
as close friends of the housewife as 
the needle and thread. Perhaps it 
is the psychological effect of good 
paint advertising upon a woman that 
induces her to paint things about the 
household. The can of ready mixed 
paint covers a multitude of sins of 
commission from heels, hands, scrap- 
ings and rough treatment generally, 


Display Your Goods 


Every pound of wisdom requires 
sixteen ounces of some sort of 
study, either the study of books 
or the study of experience. My 
experience has been that the hard- 
ware merchant is the best avenue 
for the marketing of paints. Some 
of them, however, do not realize the 
possibilities of paint, as the en- 
trance to their stores will indicate. 
You will sometimes enter a hard- 
ware and paint store and the only 
indication you have they handle 
paint will be a sign on the outside 
of the store. There is no display 
to catch the eye of the buyer, and 
oftentimes paint is consigned to 
the basement, the second floor or 
the rear of the establishment. 

In days gone by there was 
some logical reason for this. The 
paint manufacturer, with a desire 
to meet the fancy and ideas of 
everyone, added shades to his card 
until it contained upward of sixty 
colors. This former feature, how- 
ever, has in a great measure been 
revolutionized, and good assort- 
ments of stock can be secured from 
a thirty-two, twenty-four or even 
an eighteen-spot card. Twenty- 
four really takes in all the tints 
that are desired, so that in this 
respect the hardware merchant 
should find a prominent place In 
his store for his paint stock, a 
we find the man who sells the most 
paint is the one who has it proml- 
nently displayed. 





How About Adding a Bulb Department? 


Advertising, Good Will and Profits Are to Be 
Had From the Sale of Bulbs—They 
Are Also Good Lead-Off Items 


the jewelers, so let the fall be 

bulb time for the hardware 
dealer. That is the way Theodore 
Romaine, secretary and treasurer of 
the Romaine Hardware Co., Hack- 
ensack, N. J., feels about it. 

Mr. Romaine’s personal hobby is 
flowers, particularly tulips, narcis- 
sus and hyacinths. He knows the 
various kinds and qualities, and can 
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in an early order for a good-sized 
shipment of Holland bulbs which 
came over with a boatload con- 
signed to the florist trade. In this 
way the bulbs stocked were sure 
to be of the best trade obtainable, 
for the florist depends upon his 
bulbs to bring in his bread and 
butter. 

Before they arrived Mr. Romaine 
made a survey of the territory sur- 


Street. In fact, several people who 
purchased bulbs this year men- 
tioned that some school child had 
told them that his tulips had been 
grown from Romaine bulbs. 

This store is again selling bulbs 
for hyacinths, tulips and narcissus 
at a good margin of profit. The 
department is in charge of a woman 
who is well experienced in the 
handling of bulbs. She had been 
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The display of bulbs of the Romaine Hardware Co. differs from the usual display of this kind in that each class of bulbs may 


purchase bulbs with some degree 
of assurance as to the results. In 
the fall of 1920 the store took on 
its first stock of bulbs. Mr. Ro- 
maine sent a letter and circular to 
all people listed in the local ’phone 
book, and told them the story of 
bulbs, the grades he had for sale, 
and the way to care for them. He 
offered service in the way of advice 
and instruction for winter forced 
growth, and for winter storing for 
summer planting. 

He realized that there are two 
distinct classes of bulbs. One of 
these, the kind sold by seed houses, 
had been only partially successful 
with him, and upon investigation 
he found that the type grown for 
the florist trade was showing much 
better results. 

The Romaine Hardware Co. put 


be identified by its accompanying card 


rounding his store and found very 
few tulip beds or flower beds of 
any kind in the vicinity. This be- 
ing the case, he based his circular 
appeal accordingly, and sold a fair 
quantity of the bulbs, which en- 
abled him to show a slight profit on 
the venture. 

The bulbs that were left over 
were divided into two equal por- 
tions. One lot was given to the 
local school to be used in decorating 
its grounds. The other half was 
distributed among the boys and 
girls who came in on a certain ad- 
vertised Saturday. It is certainly 
fair to assume that the children 
planted the bulbs and proudly pro- 
claimed the result, not forget- 
ting to tell the public that they 
were obtained from the Romaine 
Hardware Co., down on Main 
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able to give customers some excel- 
lent information, and has been a 
real service feature jn connection 
with the sale of these articles. If 
there are any left over this year 
they will again be given to school 
children and to the school. 

There must be suitable schocl 
grounds in your town. How about 
a gift of some bulbs with a small, 
neat sign announcing the presenta- 
tion? The local paper will surely 
give the news attention in its col- 
umns, and the children will tell 
their relatives and friends. 

Bulbs offer a channel of profit 
that the average hardware dealer 
has overlooked. Not so with Mr. 
Romaine—he says he is going to 
grow some real profits as well as 
beautiful flowers — flowers for his 
customers and profits for his firm. 





Systematizing the Repair Department Records 


Practical System of Records Makes It Possible for 
This Firm to Estimate Costs and Profits of 


Repair Work Quickly and Accurately 


for many years been identified 

with the manufacturing and 
wholesale branches. Efficiency has 
become essential to the existence of 
the large producing and distributing 
concerns throughout the country, 
and without it but few of them 
would be able to continue in opera- 
tion for any length of time. 

The introduction of systematic 
and efficient business methods into 
the third side of the triangle, the re- 
tail business, is, however, of more 
recent date. Time was when the 
retailer trusted more to luck than to 
ordinary businesslike management, 
but times have changed and con- 
ditions have taken a turn for the 
better. The rush of modern business 
is so rapid that a firm must know 
exactly where it stands, or else find 
itself in a precarious position. 


G tor me in modern business has 


System Means Better Business 


This tendency to put everything 
on a systematic basis has become 
firmly established among retail hard- 
ware merchants, and with the intro- 
duction of better methods has come 
better business for these progressive 
firms. 

One firm that has put its business 
on a strictly scientific and syste- 
matized basis is the Ballintine Hard- 
ware Co., Warsaw, N. Y. In addi- 
tion to carrying on an extensive 
hardware business, this firm main- 
tains a highly profitable plumbing 
and heating department. Every- 
thing in connection with this branch 
of the business ‘is run according to 
the most approved methods, and this 
is particularly true with respect to 
its records. 

The Daily Time Ticket 


One of the most important fea- 
tures of this department is the daily 
time ticket. This is used in keeping 
track of the work accomplished by 
the individual workman and has 
proven invaluable to the firm. 

This ticket, as will be seen in the 
accompanying illustration, bears the 
date at the top and the name of the 
workman at the bottom. It is di- 
vided into columns, each of which 
represents a certain class of work. 
The number of the individual job is 
entered in the column at the extreme 
left. In the next column appears the 


name of the customer. The number 
of hours spent on work for this cus- 
tomer is listed in the column given 
over to that class of work. The total 
number of hours given over to a cus- 
tomer, for whatever work may have 
been done for him, are listed in the 
last column to the right. Adding the 
figures in this column gives the 
workman’s total working time for 
the day. 


Various Records Kept 


In addition to this ticket the firm 
keeps a record of workmen’s orders, 
a record of special orders, tags for 
articles sent to the shop for repairs, 
order blanks and shipping blanks. 

In commenting upon these forms, 
W. J. Ballintine, the president of 
the company, says: 

“The workman’s order is used in 
the following manner: When we sell 
a plumbing or heating job, or when 
anybody gives us an order for eaves 
trough or repair work of any nature, 
we use this for our order, and give 
the blank to our men who execute 
the job. When the men have fin- 
ished the job, they enter the amount 
of material used and the time spent 
on the job upon this blank. This 
is then turned into the office and 
we use it as our charge, it being 
eovied directly onto our _ books. 
These charges are priced on the 
right side. The cost of both the 
time and the material is kept on the 
left side. In this way we can tell 
exactly the amount we have made 
on the job. 

“These orders are put on file and 
at the end of the month they are 
drawn off on a book in a Jumn 
amount, the cost of the labor and its 
selling price, the cost of the material 
and its selling price. By comparing 
this report with our payroll, we know 
e~actly how we stand in regard to 
the amount we have naid our work- 
men the amount we have re- 
ceived for them. 


and 


Order Blanks in Duplicate 


“These order blanks are all made 
out with carbon copy and are num- 
heared. Tho numbers as they come 
in the carbon copy are compared 
with the original order, and the 
purrs are then checked up so that 
we know that none of the orders 
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thave been lost and that ali have been 

reported. The orders are bound in 
books of 100 each, which makes them 
convenient to handle. 

“We also use a wired tag, which 
is attached to small articles that 
come into the shop to be repaired, 
These are treated in the same way 
as are the larger orders, the time 
and the material being entered on 
them. The tag is left on the article 
until it is delivered, then it is torn 
off on the perforated line, and the 
bottom part turned into the office 
for the charge, or if it has been 
paid it is so marked. These are all 
numbered and checked up so that we 
know that none of the articles have 
left the shop without being either 
charged or paid for. 


Order Blanks 


“There is another form we use in 
ordering articles that we do not 
carry in stock. When a customer 
gives us an order for an article, we 
enter it on thjs sheet, mark on the 
bottom how it is to be shipped, who 
it is ordered from, the date and the 
number of the order.’ This is put 
on file and when the invoice comes 
in, the order is looked up, the cost 
and selling price put down together 
with the date of the arrival of the 
article. It is then tagged with the 
customer’s name and put aside, to 
he called for or sent as the case may 
be. We also use a somewhat similar 
blan« in shipping goods. 


System Saves Time 


“One might think that this system 
requires a good deal of extra work, 
but we find that it does not, as the 
work is all done by our regular of- 
fice force. In the end, we find that 
this system saves rather than loses 
time. We are also sure that no work 
eets out of the shop without either 
being charged or paid for. Of 
course we run the shop in connection 
with our hardware store, and we use 
this system in keeping track of our 
shop business.” 

The value of this system may be 
seen at a glance. There is no such 
thing as guesswork. Everything }8 
down in black and white, and the 
firm is possessed of records to which 
it mav refer in case of a dispute. In 
addition to this, one is always In 4 
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i : Bf 1949 Here are some of the forms used the plumb 
, . ing and heating department of the Ballintine 
PLUMBER'S ORDER Hardware Co. At the extreme left is the work 
eas man’s order blank. The form directly below the 
Ballintine Hardware Co. caption is ad in ordering articles not in stock, 
The centre form is used in shipping goods 
es Warsaw, N. Y., 192 
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This Condensed Display Sold Household Goods 


Noteworthy Exception to Rules Governing Window 
Display Produced Business for Walbridge & Co. 


XPERTS in the art of window 
E decorating often tell you that 

it is invariably best to avoid 
over-crowding a window. It is 
more effective, they say, to concen- 
trate a display on one or two lines, 
so that there will be no confusion 
either in the display or in the re- 


a purpose with an almost unlimited 
variety of stock, and arranged in 
such a way that practically every 
article in it stands out with a de- 
gree of distinction that is decidedly 
uncommon. 

No passerby who pauses to in- 
spect a window of this nature could 


had customers enter his store and 
ask for an article they had seen in 
the window display a week, two 
weeks and even a month before, 
Many people need household appli- 
ances which they are unable to 
purchase at the time they see them 
on display in a store window. These 














This window contains practically every kind of household hardware and serves to 


action that it makes on the minds 
of prospective customers. 

There are exceptions to every 
rule, however, and the display of 
house furnishings shown on this 
page is an appropriate illustration 
of an exception worthy of special 
attention. It is a display installed 
by Walbridge & Co., Buffalo, N. Y., 
and it attracted attention to a great 
fall sale of house furnishings. 

It is at first glance an over- 
crowded window. But it is also a 
window that has been crowded for 


fail to be impressed by the large 
assortment of goods displayed. 
Even though those who paused to 
look failed either to buy or to 
have any immediate desire to make 
a purchase, they would, neverthe- 
less, carry away the impression 
that Walbridge & Co. handles about 
everything there is in the way of 
house furnishings. 

Every hardware dealer who has 
ever had a window display that 
attracted attention can bear wit- 
ness to the fact that he has often 
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remind one of things needed at home 


people very often make a mental 
note of the place at which they saw 
the article and go back at some 
other time to make the purchase. 

The average hardware store car- 
ries such a variety of stock that it 
seldom has an opportunity to dis- 
play more than a few items at a 
time. It is worthy of attention, 
therefore, when a display can be 
arranged showing such a wide as- 
sortment of goods as attractively as 
this one at the store of Walbridge 
& Co. 
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E have never been able to 

understand just why people 

will not ask questions, when 
the simple asking helps them out of 
so many tight places. 

The following questions are repre- 
sentative ones and concern things 
that come up every day. Mary a 
prospective buyer after a lot of stut- 
tering and stammering on the part 
of the salesman, postpones his paint- 
ing because he failed to receive the 
information he sought. We are go- 
ing to give the questions in full and 
advise you to check them up, for you 
have heard them before. Here is the 
first: 


Which is the better, shellac or 
varnish, to.use on parquet floors? 
What are the good features of 
each? 


This is a much discussed question, 
and as we all have a right to our 
opinions, the answer that we are 
going to give is one based on tests. 
Shellac is derived from a small bug, 
and is deposited on trees in India 
which are cultivated for the purpose. 
After going through a natural dry- 
ing process it is broken off, cleaned 
and made ready for market. White 
shellac is the natural shellac treated 
chemically for bleaching. Shellac is 
soluble in alcohol, hence that is the 
vehicle used. Put the two together 
and use them as a floor varnish. The 
alcohol passes off in the air through 
evaporation and the deposit of the 
little bug is left. This is tough, but 
very brittle. Many varnish houses 
put this in their directions: “Do not 
use shellac as an undercoater. It is 
brittle and has no elasticity.” 

A floor varnish of the better class 
is a finish that is going to wear and 
look well and one which may be 
easily repaired. This varnish is 
made from fossil gums, linseed oil or 
China wood oil, turpentine or other 
volatile thinners, properly cooked 
and treated. “Much wear.” This 
wear.can only be brought about by 
having a varnish that is as tough as 
shellac, and still so elastic that it 
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will come and go as the wood ex- 
pands and contracts. 

The following is a test to prove the 
assertion that a good varnish is su- 
perior to shellac. Take a piece of 
maple or oak fluoring, give one end 
of it two coats of shellac and the 
other end two coats of varnish. Give 
the varnish plenty of time to dry and 
then hammer each end. You will 
note that although the shellac breaks 
right through with the blow, the 
varnish will not. You may even 
dent the wood, but the varnish will 
bend with it. Take 00 sandpaper 
and try an abrasion test. Varnish 
takes longer to apply, but it is the 
better. 


I have an old black walnut bed- 
stead which has seen many years 
of service. It has been varnished 
many times so that the coat of var- 
nish is quite thick. I want to re- 
move all the old varnish and leave 
the wood as near its natural condi- 
tion as it is possible to leave it. I 
am going to use a good varnish re- 
mover first, and after that I will use 
sandpaper, steel wool and pumice 
stone to put a polish on the wood. 
I do not want to use u varnish if 
I can help it. 

Just what preparation should one 
use to fill in the small medullary 
rays and the pores, which show up 
white ufter the sandpaper and the 
steel wool have been used? What 
kind of a filler would you advise 
using, and just how would you 
color it, or rather, what would you 
color it with to make it the same 
color as the wood? Should I use 
any kind of polish or dull varnish 
when the surface is finished? 


In the first place be careful with 
the varnish remover. Many people 
get a remover that stays moist on 
the wood for a long time and let it do 
the work. There are tools made of 
wire which are very little coarser 
than bristle, and it is a great econ- 
omy to use these. Wash down with 
gasoline after you have-all of the 
varnish removed, then use your sand- 
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paper and stee! woo! 
once more. 

To get the effect you want there is 
an old method super ) any other 
we know of, although ; slow and 
tedious. Take orange ac, cut to 
not more than three pounds to the 
gallon, and apply with a soft bristle 
brush over a surface not more than 
10 in. square. Then have a saucer 
of linseed oil, into which dip a piece 
of rubbing felt and polish briskly. 
This finish will fill up all the pores, 
will not be a high gloss, and will 
look as if you had polished the nat- 
ural wood. To furniture finishers 
this is known as French polish and 
they get very high prices for it. 


ind then wash 


Due to the relative high cost of 
mercury the price of vermilions is 
excessive, and consequently many 
adulterants were used. Could you 
outline a brief test by which the 
presence of any adulterants could 
be detected? 


The test that you would have to 
make should be made in a labora- 
tory, as it necessitates a very high 
degree of heat. We will say that 
there is but little Chinese vermilion 
or American: quicksilver vermilion 
now used. These vermilions were 
unfading, but had the disadvantage 
of darkening in the light and even- 
tually turning brown. Paint chem- 
ists have given us the para-ver- 
milions, which are unfading and 
which have all of the good traits of 
the quicksilver and none of the bad. 
If you have fear that your ver- 
milion is going to wash out, place a 
small amount in test tube, pour 
in alcohol and agitate it. If the 
color is given to the alcohol and 
taken from the color placed in the 
tube, do not 


The questions that have been an- 
swered here are questions that come 
up every day and only one salesman 
out of fifty answers them. No names 
will be used, so just send in your list 
next month, get the proper answers, 
and see how much better you can 
take care of your paint prospects. 
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Now Is the ‘Time to Push Stoves and Ranges 
A Close Study of Your Successful Sales Will Aid You in 


Interesting the Prospective Customer— 


Accessories 


and Repairs Prove Profitable 


Four little words, yet 
how much they mean to 
all of us. 

Someone has to prepare those 
meals for us, and if it were not for 
those “three squares” one depart- 
ment of our hardware stores would 
be almost wiped out, and at this 


Bit HREE MEALS A DAY.” 


‘Roveese csc veeneneoecoceneatser nas eenecaeNeae 


By A. H. VAN Voris 


range will look in your kitchen! 

“What a help it will prove! 

“Plan to have it! 

“No blacking is required on 
this range. 

“Just notice the mirror-like 
polish of the ground top. 

“It bakes eight 9-in. pies at 
once without pan shifting. 
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Here ig an ad- 
vertisement that 
bases its selling 
talk to a large 
extent on the 
subject of guar- 
anteed prices. 
The man who 
wrote this ad 
knew his busi- 
ness, as can be 
seen by the 
arrangement of 
type and cuts. 
Incidentally it 
appeals to the 
owners of new 





ask for particulars. 





at once you will be the gainer in more ways than one 


OUNI NP.QAK 


All Good ‘Cooks * 
Praisethe 
Round Oak Chief 
Steel Range 


, plan't i about tie “8 
about the kitchen range ay 
have had on your pees 


mer? 


es 
4 a 
funmmer is gone Mie, 


Fall is here cand Winter * . 
ne ae 
A good ‘range is @ necessity 
ia every kitehen. | 


> f 
The Round Oak ak Chiat whick | 
Fou can see in this picture, 


the delight of every hoe 
cook's heart. 


Come and see us, ‘ 
WE HAVE REDUCED OUR. 
PRICES . 


I. Van Voris 


Cobleskill, N. ¥. Phone SSW 








season of the year we wouldn’t be 
thinking about selling so many 
stoves and ranges. 

Stoves and ranges are mighty in- 
teresting things. 

They merit a thorough study, 
both as to construction and opera- 
tion. 

Moreover, they are real human 
things, too. Made of hard, cold 
iron and steel, still they are closely 
akin to the heart of the busy house- 
wife as she works about them each 
morning in the kitchen, and they 
thus take on the character of the 
household. 

Indeed, the range is very inti- 
mate to the life of the household, 
and in this respect I should like 
to quote part of an advertisement 
which recently came to my atten- 
tion in a manufacturer-dealer ad 
book. 

It runs as follows: 

“My Dear Madam—For Your 
Kitchen. 


“The many women in town 
noted for their cooking, who 
have examined it in our store, 
have pronounced it the most 
conveniently arranged and best- 
looking range they’ have ever 
seen. 

“And all your life you have 


wanted this very addition to. 
your kitchen equipment — now 
gratify that desire. 

“Service and quality consid- 
ered, it is without question the- 
greatest possible value. 

“When you divide the invest- 
ment into the years of its use- 
fulness you sense why it is the 
wise choice. 

“It is now marked at bed- 
rock price. Come in and make 
your selection while our stock 
is complete. Surely now is the- 
best .time to get your 
range. Buy now.” 

This is human talk to human be- 
ings. People enjoy reading this 
kind of advertising. It appeals to. 
them; it tends to create a desire 
in the heart of the housewives— 
no dull and tedious exposition of 
wearisome details. 

A few years ago I was fortunate: 
enough to receive an award in a 
national stove salesmanship course. 
conducted by a prominent stove- 
manufacturing concern, and I well 
recall my surprise at the many 
facts which they considered so ex- 
tremely important for the retail 
salesman to know. 

This little course of study began 
with the selection of material for 
the different parts of the range, 
and carried us through the various 
stages of manufacture right up to 
the finished product. 

We are agreed that it would be 
vain to attempt to present all of 











Tou’t 3t too waiteful of fuel f 


Vou'l you owe it yoursel wo start to evons ria thle weak wi cot Wi is 


soon pny» for its ut iu the saving i effects? 
Appétisiog meals should be cooked in & good range. 


‘Lbis handsouely proportioned and stently built ROUND OAK CHIEP STEEL RANGE y 
tle joy of every good cook's heart. Call sed seo our stack. It is marked at BED ROCK PRICE, 


A well worded, 
properly bal- 
anced and illus- 
trated ad such 
as this should 
aid materially in 
selling stoves. 





n't your old range cause you too mach bother sod extm works: 


It is a direct 
appeal to the 
housewife to dis- 
card her old 
stove and buy a 
Wr ; new one 








“How handsome thi 
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these facts to a prospect; they 
woud prove very boresome, indeed, 
to the average householder, but if 
we study our own successful sales, 
right in our own stores, certain 
features disclose themselves to us 
as being of real interest to the cus- 
tomer. 

For instance, I find that the aver- 
age customer wants to know about 
the size of the firebox, the kind of 
grates, the size of the oven, the 
depth of the ash-pit and the size of 
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more than the plain shelf, and the 
modern selection of colors in the 
enamel-finished range leaves little 
to be desired in tone and harmony. 
And, of course, the highly polished 
or blued top is a delight to the eye. 

As to what models to carry regu- 
larly in stock, the sky is the limit. 
We have in mind, however, an as- 
sortment which seems to cover the 
ground pretty well for small town 
dealers like ourselves. Others may 
have learned differently from their 
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With a couple oi . fferent makes 
in these types of tchen stoves 
there is a price a sortment suffi- 
cient unto the pocketbook of most 
customers, and by adhering to these 
models it is not difficult to work up 
an established trade. 

Youngsters grow up in the house- 


hold and, when setting up in house- 
keeping for themselves, our range 
is the one for them, because it’s 
the one they have been accustomed 
to see i nother’s kitchen.” 








ROUND OAK RANGE WEEK i 











Many country homes depend upon stoves for warmth during the winter months. 


the pan. In the reservoir type of 
range they want to know the size 
of the tank, the material of which 
itis made and how heavy it is. 
Our ranges are ground to an ex- 
treme nicety in the fitting of the 
joints, and one little stunt which 
hever fails to attract the favorable 
attention of the prospects is to 
close the oven door on to a piece 
of wrapping paper, and then ask 
them to pull it out. The paper in- 
variably tears before it pulls out, 
and then we follow this up by ex- 
plaining the wonderful heat-hold- 
Ing quality of such an oven which 
is fitted so snugly, even at the door. 
Models equipped with a cabinet 
top generally attract the housewife 


time to prepare for cold weather 


own local experience, for this is 
really the best criterion for each 
district. 

We carry some such stock as fol- 
lows, and find that it catches the 
taste of the majority of prospects 
in one model or another: Enamel 
finish, polished top, leg base in six 
holes; black sides, polished top, in 
four and six holes with leg base; 
steel range with cabinet top and 
range base; one small four-hole, 
with leg base and black top. We 
interchange the cabinet top with 
the high shelf, and so this very 
feature in itself gives a choice of 
two ranges, we might say, after the 
purchaser has made a selection as 
to size and finish. 


This window serves to remind one that it is 


We get a thorough knowledge of 
repair parts from this familiarity 
with the line—the various kinds of 
grates, the model numbers, dates of 
patents, and where to look for them, 
and, withal, an experience in effi- 
cient operation which we can pass 
along to new and, consequently, less 
experienced owners. 

But there is another side to this 
stove business, too—heating stoves. 

Here, again, in the coal-burning 
heater there are two main types in 
just as many sizes and models as 
you may care to stock—the direct 
draft and the base burner. 

In the direct draft type we stock 
two grades in three sizes of each, 
all equipped with self-feeders, and, 
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This well-arranged display sold ranges for I. Van Voris, Cobleskill, N. Y. Note the pans of bread and biscuits in the foreground. 
They serve as a final argument as to the range’s possibilities 


in the case of the better grade, we 
furnish a wood-burning plate free 
of charge as an incentive to get 
this grade instead of the cheaper 
one. This works out nicely, for it 
presents the possibility of using the 
heater for either coal or wood, a 
good combination for the farmer. 


Many Stove Accessories 


Then there are many accessories 
to the stove and range business. 

We always try to keep on hand a 
good stock of stovepipe in at least 
two grades in the standard length 
and sizes, with elbows to match. 
We also have special short lengths 
made up, and are ready to put out 
any specials at short notice from 
our tin shop. It is a matter of 
some little convenience to have 
some of these “specials” already 
for sale, such as a regular length 
in a taper from 5 to 6 in., a length 
already fitted with a damper, and 
sO on. 

Stove boards, coal hods, fire 
shovels, stove cement, liquid black- 
ing, stove lining, stovepipe enamel, 
stove pokers, cover lifters, asbestos 
lining paper, and the like — these 
and many more, in addition to a 
complete stock of repairs for the 


ranges we sell (so far as this is 
reasonably possible) —these like- 
wise form part of our stove busi- 
ness. 

In the matter of repairs, those 
which we cannot supply from our 
own stock, and particularly those 
for old makes of. stoves, or for those 
which we do not sell, for such re- 
pairs we maintain a, prompt order 
system, recording each very care- 
fully in our stove order book. As 
soon as a shipment of repairs comes 
to us it is checked off on the order 
book, tagged with customer’s name 
and address, the charge for it, and 
the page number of the record book 
containing the order. The repair 
is then placed on a special counter 
in our warehouse, and the customer 
is notified by mail of its arrival and 
is requested to call for it at once. 
One good feature of the repair 
business is that it is practically a 
cash proposition with stock on hand 
only a short time, which makes for 
that delight of all merchants —a 
quick turnover. 


Oil Heaters Popular 


Oil heaters are becoming more 
popular each year. 
They are so useful in the chilly 


of the 


and evenings 
between-period season, and in the 
dead of winter many a farmer has 
saved his vegetable cellar from 
“freezing up” by burning one all 


mornings 


night to keep out the frost. We 
sell them in two sizes, with both 
nickel and japan finish in each size; 
we carry extra wicks for the stoves, 
and we sell and rewick the burners 
when they are brought to us. 


Using the Prospect Book 


Our prospect book keeps an ac- 
tive list before us all the time for 
further development, for we can 
never tell just when a prospect will 
change into a satisfied and steady 
customer. 

We surely: feel that stoves and 
ranges rightfully belong to the 
hardware store, and are equally 
firm in our belief that any other 
store in the hardware business can 
build up a fine trade by a careful 
study of their line and a real en- 
thusiasm for it. Study and enthu- 
siasm are essential to success. 

It should be remembered it is 4 
line requiring knowledge and con- 
structive salesmanship if it is to be 


{made thoroughly profitable for the 


dealer. 





For the Man Who Shaves Himself at Home 


This Window of the Copper City Commercial Co. 
Suggests a Variety of Shaving Accessories 
—Everything Supplied But the Beard 


NIME was when the average 
‘| man spent about twenty valu- 
able minutes in the barber’s 

chair every day. Here he reclined 
while the tonsorial artist attended 
to his needs, and carried on a mono- 
logue that embraced every subject 
from the tariff to the latest murder. 
While this flow of speech was in full 
swing, the patron 


attend to their wants, and they ac- 
cordingly attended to them them- 
selves. 

We wonder how many hardware 
merchants fully realize this present- 
day tendency? 

That one hardware firm has real- 
ized the fact may be seen from the 
accompanying illustration. It is the 


used in the process of shaving. First 
of all come the razors, both straight 
and safety types in an infinite va- 
riety. \ an’t shave a dry beard 
very well, and we accordingly find a 
myriad of shaving brushes and shav- 
ing soaps forms, solid, paste, 
powder and liquid. The majority of 
men nowadays ither a shaving 
ck or some of 





usually lay back 
with closed eyes, 
wondering why 
in the name of 
common sense he 
hadn’t enough 
ambition to shave 
himself. Usually 
he never got be- 
yond the wonder- 
ing stage, and 
bright and early 
the next morning, 
or evening, would 
appear at the 
door of the bar- 
ber shop to take 
his daily vocal 
punishment. 
Times have 
changed, how- 
ever, and the 
worm has turned. 
In the past men 
went to the bar- 
ber’s to be 
shaved, but now 
they go there to 
get their hair 
trimmed, to re- 
ceive a facial 
massage or a 








ther more re- 
introduced 
s of shaving 

There are 
some, however, 
who stick to the 
old round cake of 
soap and the 
shaving cup. They 
are also taken 
into consideration 
as inspection of 
the display will 
show. Face lo- 
tions and powders 
are also to be had 
to be used when 
the lather has 
been wiped from 
the face. 

To the man who 
uses the straight 
type of razor a 
strop is essential. 
Once more the 
window suggests 
a variety of styles 
at prices caleu- 
lated to satisfy 
the pocketbook of 
any, one, irrespec- 


tive Of nis means. 


SOap. 








shampoo. Nowa- 
days the average 
man shaves him- 
self in the quiet of his own home. 

There are a number of reasons for 
this. Modern business is moving at 
80 fast a pace that there are few 
men who can afford to wait their 
turn for the chair every morning. 
The man who shaves himself can do 
so whenever he feels like it, and 
whenever he has a few spare min- 
utes. Then, too, the war has had 
its effect. Four million men spent 
the best part of two years in the 
training camps or overseas. Shaving 
was required unless they were un- 
‘der fire. There were no barbers to 


The man who shaves himself can find anythir 
in this window. 1 


The 


display of the Copper City Commer- 
cial Co., Anaconda, Mont. It has 
gone after the man who shaves him- 
self, and has gone after him strong. 

In the very center of this window 
appears a card which admonishes the 
prospective customer not to be a 
slacker on his face, and which goes 
on to state that the firm can supply 
everything but the beard. This catch 
line, “We have everything but the 
beard,” tells the story in a nutshell, 
and a close inspection of the window 
confirms it. 

This display contains every 
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1g he needs from razors to tale 
Dien ce feat th 


store guarantees to supply everything t 


Last 
a blade has been 
used constantly it 
of the 
number of stroppings it receives. If 
a man sharpens his own blade he 
can find a stone to suit his purpose 
in the window of the Copper City 
Commercial Co. If he doesn’t the 
firm will do it for him. 
What more can the 
desire? Is there \ g he 
use that is not contained in this 
used a lot of brain 
paration of this 
sults attained 1 


+ +} en 
the time ¢ 


loses its edge, irrespective 


self-shaver 
can 


in the pre- 
and the re- 
an made up for 


ht expended. 








Coming Hardware Conventions 








WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 


PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E.E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, Jan. 
24, 25, 26, 27, 1922. G. F. Sheely, sec- 
retary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26, 27,1922. J. M. Stone, secretary, 
Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 


Decatur & Hopkins Co. to Erect 
New Building 

The Decatur & Hopkins Co., Boston, 
hardware jobbers, has purchased a tri- 
angular lot of land on Berkley and 
Chandler Streets, containing 27,000 
sq. ft., which geographically is approxi- 
mately in the center of Boston. It has 
not been definitely decided, but present 
plans are for the erection of a modern 
fireproof building having in the neigh- 
borhood of 100,000 sq. ft. floor space. 
It is anticipated a building will be ready 
for occupancy at the termination of 
their present lease on February 1, 1923. 

One side of the land purchased ex- 
tends along the New York, New Haven 
& Hartford Railroad Co., and it is 
planned to have a siding run into the 
new building. As the building is on a 
corner, it will have unusual facilities 





CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10,1922. W.B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, ING., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 





for shipping by truck and for the park- 
ing of automobiles. The proposed build- 
ing will give the company twice the 
floor space it now occupies. 

The Decatur & Hopkins Co. moved 
into their present quarters on High 
and Pearl Streets in 1900. Since then 
there has been a radical change in the 
character of the location, inasmuch as 
the section has fast developed into an 
office building district, whereas in 1900 
it was in the heart of the hardware 
market. The company moving to its 
new location is in line with what has 
been taking place for the past few years 
in the hardware, iron, steel and metal 
business of Boston. Many of the larger 
houses now have locations in Cam- 
bridge, South Boston, Allston and Rox- 
bury, but on account of the character 
of the Decatur & Hopkins & Co.’s busi- 
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VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 


NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXulsi- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary Charlotte, N. C. 


TEXAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters, Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 


IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, week of Jan. 31, 1922, 
dates to be announced later. E. E. Lu- 
cas, secretary, Hutton Building, Spo- 
kane, Wash. 


South DAKkoTa RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan secretary, 460 
St. James Building, Jacksonville, Fla. 


ness, it was considered necessary to 
have a more central location. 

The hardware company purchased the 
land through the real estate firm of 
W. J. McDonald Co., Boston. James M. 
Walsh was the broker. 


Wayne Oil Tank & Pump 
Dividend 


The Wayne Oil Tank & Pump Co., 
Fort Wayne, Ind., issued its ninety- 
first consecutive common stock dividend 
recently. 

A new and unique-appearing check 
has been adopted and was used for the 
second time with this dividend pay- 
ment. Imprinted in large letters over 
the face of the check is the phrase, 
“91st Common Stock Dividend Pay- 
ment.” 











EDITORIAL COMMENT 


NATIONAL HARDWARE SALES WeEEK 


EPORTS from Cleveland state that the 

hardware club of that city has under 

consideration plans for a hardware 

week, during which, the report adds, 
“it is planned to hold an exposition at which 
manufacturers, jobbers and retailers will dem- 
onstrate their wares.” 

This news is especially interesting and perti- 
nent at this time. 

It is interesting in the first place because of 
the possibilities that may be evolved from such 
a proposition; and it is in the second place a 
proposal that is essentially pertinent now, for 
with the advent of a new year association activi- 
ties will begin, and hardware merchants will 
gather in nearly every State of the Union to 
discuss and perhaps solve some of the perplex- 
ing problems of finance and trade. 

It may be somewhat of a coincidence that this 
idea about a national hardware week should oc- 
cupy the attention of men in widely separated 
sections at this particular time. 

At the October convention of the American 
Hardware Manufacturers’ Association, held at 
Atlantic City, a suggestion for a national hard- 
ware sales week was proposed by Mr. D. F. 
Printz of Reading, Pa. The suggestion was 
changed to the form of a motion which was car- 
ried by the association and referred to the exec- 
utive committee for action. 

The possibilities that lie hidden in this pro- 
posal are at least worthy of consideration. If 
40,000 hardware retailers in the United States 
co-operated in concentrating their advertising 
and sales efforts on an increased sale of general 
hardware for one week, the increased turnover 
of hardware products throughout the country 
would undoubtedly exercise more or less of a 


tonic influence on al! branches of the hardware 
business. 

This is probably somewhat different from the 
idea that is entertained at Cleveland. Hardware 
expositions are not ne -y are held in con- 
junction with practicall; ’ the large state 
conventions. 

But for hardware manufac to advertise 
nationally, and for hardware . s and retail- 
ers to advertise locally, and by n f every 
legitimate agency of publicity, mak 
the public that a certain week will be set asic 
as a national hardware sales week, during which 
time hardware dealers in every part of the coun- 
try will make attractive offerings on all articles 
of hardware, is t only something that has 
never been attempted, but is a proposition 
that offers a feasible and effective way for the 
hardware trade to acquaint the 
extent and importance of the hardware business. 
Its value to the local dealer, and the oppor- 
tunities that it holds for him to not only increase 
his sales, but to extend the scope of his influence 
within his own community, coupled with the 
sense of national prestige that would in a way 

rement 
of this kind, would be extremely difficult to esti- 
mate in material terms. 

A free discussion of t 
various hardware conventions 


the purpose of ascertaining the e 


trade, would bring out phases 1atter that 
could perhaps be crystallized 
by the National Retail Hardware Association 
when it holds its next annual convention. 

The proposal contains enough aspects worthy 


» definite action 


c ; M if lan s+ a » 4 
of consideration t stify placing it upon the 
discussion at ever 


programs for 


hardware convention to be held next 
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Here Are Several Suggestions Which May Prove Help- 


ful to You in Planning Your Christmas Advertising 


HEN you receive this issue of 

HARDWARE AGE, Christmas Day 
will be five weeks off. Therefore, if 
you give this article some study, and 
start now to get your Christmas pub- 
licity lined up, you’ll be mighty glad 
you took time by the forelock when the 
profits from your holiday sales are 
figured out. 


De ie 


" 
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Give Hera 


CHAFING 
DISH 


When your wife or your 
daughter entertains, a 
chafing dish solves the re- 
freshment problem. With 
a chafing dish the hostess 
is prepared to meet the 
needs of every occasion. 


iSisivisisisisiaisisisist 


Our chafing dishes are 
not only well made, and of 
durable finish but they are 
a delight to the eye. They 
distinguish the whole table 
service. 


We sell only chafing 
dishes made by reliable 
and well-known manufac- 
turers. When you buy 
here you may feel sure you 
are getting the best. 


Prices, $00 to $00. 


JONES HDWE.CO. 


“Gifts for 
Everybody”’ 


f BBs 


A timely Christmas suggestion 


The one great mistake made by a host 
of retailers as far as advertising is 
concerned is that of starting too late. 
We advocate starting your Christmas 
publicity now. Remember, you have 
less competition now. Later, the papers 
will be full of holiday ads, and your 
individual ad will be up against the 
usual stiff competition. Because we 
want.to help dealers avoid this mistake 
we are publishing this article and sug- 
gested ads now, in time to enable you to 
lead the van with your holiday adver- 
tising. 

Do This First 


Take a pad and pencil and jot down 
the items you sell that shape up as being 
most suitable for Christmas gifts. Di- 
vide them into three classes—A, B and 
C. Under Class A put the most desir- 
able items such as silverware, chafing 
dishes, electric specialties, cut glass, 
lamps, phonographs, kodaks, vacuum 
bottles, watches, toys, etc. Under Class 
B list articles suitable for home gifts 
such as vacuum cleaners, irons, cake 
mixers, kitchen cabinets, etc. In Class 
C put the least desirable items for gifts, 
or rather, articles which are thought 
of ina purely utilitarian sense. 


Proper Advertising Emphasis 


The idea behind roughly making up 
this list is to see that the most desirable 
gift articles get the greatest amount of 
publicity. Class A and Class B items 
should get the most publicity and Class 
C items the least. A hammer is a very 
necessary tool and profits on hammer 
sales are important, but a hammer is, 
of course, out of place in Christmas ad- 
vertising, unless perchance it was fea- 
tured as a unit in a toot! outfit. 

In the rush to get holiday advertising 
in the papers and to get his share of the 
great annual outpouring of gold, the 
hardware man often features many 
items not looked upon with favor as 
Christmas gifts. 
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What better idea than to feature 
some fine auto accessory as a gift, some- 
thing like a pair of glass “wings” ora 
“stop” signal, but what’s the use of ad- 
vertising spark plugs ay tires as gifts? 

The next consideration is space. We 
advocate these sizes of ads: Single 
column and double column for individual 
presentations, and three and four col- 


A FINE 


LAMP 


‘“‘The De Luxe 
Gift’’ 


It’s not every gift that 
adds to the coziness, com- 
fort and attractiveness of 
the home. One of our fine 
table lamps will be a gift 
to delight the whole 
family. 

Our stock offers a wide 
choice of styles and sizes. 
Every lamp is well made, 
finely finished and good 
for years of service. 

Plan to surprise the 
home folks with a new 
lamp. Light it Christmas 
night and the enthusiasm 
of the folks will convince 
you of your wise choice. 


Prices, $00 to $oo. 


JONES HDWE.CO. 


“Gifts for 
Everybody’’ 


Bimivisiaisiaiaisiaia 


Here’s a well advertised Class A item 
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For “DAD”: A shaving mir- 
ror that makes shaving a daily 
pleasure. A gift which will 
always remind him of your 
thoughtfulness. 

Price, $000 


For “MOTHER”: An up-to- 
date electric coffee percolator. 
A handsome and useful gift. 


Price, $000 


For “SISTER”: A_ boudoir 
lamp of rich finish and neat 
design. Our line is excep- 
tional. Our prices low for 
the quality. 

Price, $000 


ss ie ie ie eS SS SSSA S St 


The above advertisement suggests a single 

gift for each member of the family. The 

ad to the right classifies gifts according to 
sex and age ° 


umns for combination ads. 
gested ads show this division. 
gested single-column ads may be set in 
double column, and the two-column ex- 
amples may be set one or two columns 
wider. What is essential is to have 
Tunning a steady stream of small ads, 
punctuated two or three times a week 
by a larger ad. 

In the smaller ads we recommend 
Single item presentations as our sug- 
gested ads show, and in the larger space 
we suggest a group of brief presenta- 
tions, or a purely listing ad as is worked 
out in our suggested two-column ads. 


Our sug- 


Use Plenty of Cuts 


The suggested ads on these pages, by 
reason of space limitations, are shown 
without cuts, but it should be kept in 
mind that the successful Christmas ad 
is the illustrated ad. Two kinds of 
cuts should be used freely. First, cuts 
of the articles advertised, and second, 
cuts suggestive of the holiday seasons, 
such as holly borders, holiday head and 
tail-pieces, Santa Claus cuts, wreaths, 


bells, chimneys and other special Xmas 
decorations. 
Do not use large space to present 
articles of small value, and vice versa. 
Toward the end of the shopping days, 
work in a heading such as “Last Minute 
Suggestions” or “Eleventh Hour Hints.” 








The sug- 





For Everybody’s Xmas! 


Just read over these gift suggestions for every 
member of the family. These are only a sam- 
ple of hundreds of others. 
ping list—we can show you how to make your 
gifts both unique and useful. 


Bring in your shop- 


For “BROTHER”: A pearl- 
handled knife with fine qual- 
ity blades. A knife is a gift 
always appreciated and here 
is a dandy. 

Price, $000 


For “BILLY”: A real, hon- 
est-to-goodness ‘lectric train 
and tracks. 

Price, $000 


For “PEGGY”: A wonderful 
doll made by one of Amer- 
ica’s leading doll makers. A 
gift to bring great joy. 


Price, $000 


JONES HARDWARE COMPANY 
“Gifts for Everybody’”’ 


And that every 


For “HER” 
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Always change the 
group of individua! 
3 ad). 

Make frequent shi 
ads. (No. 4 ad.) 


items 


pretty thoroughly each week 
ads. 


the way of gifts. 


gift in this store is a USEFUL 


GIFT. Come in and see the great preparation 
we have made for our holiday shoppers. 


SUGGESTIONS 


For ‘The KIDS” 


For “HIM” 


in your 
‘esentations (No 


fts in your listing 
Make an effort to cover your 


in your 
Let folks know what you have in 


aR 
#R 
HR 
aR 
ri 
aR Supplementary Advertising 
rs Christmas is one time of the year 
aR When every hardware dealer can afford 
to spend a little money on advertising 
Fs supplemental to his regular space. 
Some dealers prefer to spend this 
BR extra money on an enlarged two-color 
edition of their store paper, making the 
Fs December number a real repository of 
Christmas suggestions and information. a 
aR Others p ret out a special cir- : 
Fs cular or boo!) h will fit when 
folded or bound size business en- 
BR velope. These and booklets 
£R usually have a pa f 3% x 6 in., 
aR and are printed in | lors, red 
and green. For a would 
ge suggest eight pages, | both 
BR sides, and for a booklet gular 
rs sixteen-page size, which is st eco- 
BR nomical to print. 
- This is the one season he year 
a when your mailing list should be worked 
aR hard. Apart ¢ from your special folder 
Fs or circular, you should send out your 
s store paper, imprinted folde rs and book- 
gR lets furnished by manufacturers, and in 
some cases reprints « f ¢ -ertain ads. 
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XMAS GIFTS! 


Do you realize that we have a wonderful selec- 
tion of gifts for every member of the family? 





Carving Sets 
Cake Mixers 
Silverware 

Table Cutlery 
Electric 
Phonographs 


Devices 


Vacuum Pitchers 
Casseroles 
Percolators 
Shears and 
Stainless Cutlery 


Scissors 











Glassware | | 


Shaving 
Shaving Brushes 
Razor Strops Coasters 
Safety Razors w 
Pocket Cutlery Skat 

Guns \ $ 
Tool Cabinets 
Watches S 
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“Gifts for Everybody” 
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Revenue Revision Bill Reaches Last Stage 


Measure Now in Conference Committee—Senate 
Adds Some Queer Provisions—Tariff Revision 


WASHINGTON, D. C., Nov. 14. 


FTER one of the hardest parlia- 
A mentary battles that has marked 
the annals of Congress in a score 

»f years, the internal revenue revision 


bill, introduced in the House three 
months ago, has been passed by the 
Senate and is now in the custody of a 
conference committee whose function is 
to harmonize the diverse provisions of 
the Fordney and Penrose drafts. Every 
effort is being made to expedite the 
work of the conferees, and the measure 
may receive the President’s signature 
before the ink is dry on this issue of 
HARDWARE AGE. 

What the Senate has done to the 
House bill is a-plenty. What the con- 
ference committee will do in the way of 
restoring the original provisions of the 
measure remains to be seen. 

In the old days, parliamentary bat- 
tles in the Senate were conducted by 
Democrats on one side and Republicans 
on the other. In this instance, how- 
ever, it has been a tripartite struggle 
with the Democrats at one corner, the 
“standpat” Republicans at another, and 
the agricultural bloc at the third 
corner. 


Agricultural Bloc Becomes Aggressive 


The agricultural! bloc took the stand- 
pat leaders by the throat several weeks 
ago and forced the Finance Committee 
to report a number of populistic pro- 
visions calculated to make the angels 
weep. Some of these the Senate has 
toned down, but other e gtill in the 
bill, and will receive the | rayerful con- 
sideration of the conference committee. 


Bill Now to Be Rushed 


By W. LL. CROUNSE 


The House leaders, following the sug- 
gestion of the Secretary of the Treas- 
ury, cut the maximum surtax rate on 
individual incomes to 32 per cent, with 
a view to checking the diversion of the 
investment funds of wealthy men to 
tax-exempt State and municipal securi- 
The agricultural bloc, however, 
forced the Senate to boost this rate to 
50 per cent, on the plea that “the rich 
ought to be taxed,” quite overlooking 
the fact that the rich man has the op- 
tion of using’ his money to promote in- 
dustrial enterprise if he can get a fair 
return, or to salt it away in tax-free 
Iederal or State bonds. 


Gifts May Be Taxed 


ties. 


The same spirit that boosted the sur- 
tax rate in the Senate induced that 
body, at the behest of the agricultural 
blec, to tax all gifts at rates ranging 
from 1 per cent to 25 per cent. Thus, 
if you wish to present your wife with a 
small block of stock, or a modest sheaf 
of bonds for Christmas or upon her 
birthday, you will have to pay Uncle 
Sam a substantial tax on the transac- 
tion—provided the conference commit- 
tee accepts this preposterous amend- 
ment. 

The Senate concurred in the action 
of the House providing for the repeal 
of the excess profits tax, effective next 
January. To please the farmers, it de- 
cided to strike out the entire transpor- 
tation tax on Jan. 1, next, while the 
House bill proposed to reduce there 
taxes 50 per cent at the beginning of 
the coming calendar year, the remain- 
ing half to be eliminated Jan. 1, 1923. 
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Other changes in the bill, briefly sum- 
marized, provide for the repeal of the 
following taxes: 

Parcel post packages. 

Proprietary -medicines, toilet soaps 
and toilet soap powders, tooth pastes, 
tooth and mouth washes, toilet powders 
and petroleum jellies. (Stamp taxes.) 

Pianos and other musical instru- 
ments. 

Umbrellas, parasols, sunshades, pic- 
ture frames and various articles of 
wearing apparel costing in excess of 
certain amounts. (So-called luxury 
taxes.) 

Insurance premiums. 

Articles made of fur. 

Moving picture films. 

Ice cream. 

Chewing gum. 

Sporting goods, including billiard 
balls and tables, pool tables and dice. 

Admission where the cost does not 
exceed 10 cents. 

Pleasure boats and canoes costing 
less than $100. 

Thermos and thermostatic bottles and 
jugs. 

Portable electric fans. 

Bonds of indemnity and 
(Stamp taxes.) 


Cuts Are Made in These 


surety. 


Taxes proposed to be reduced include 
those on: 

Individual incomes of $5,000 or less 
through increased exemption of $500 to 
heads of families and $200 for each de- 
pendent. 

Candy from 5 per cent to 3 per cent. 





November 17, 1921 


Works. of art from 10 per cent to 5 
per cent. 

Capital stock issues having a par 
value of less than $100 a share. (Stamp 
taxes.) 

Cereal beverages from 15 per cent of 
the sale price to 2 cents a gallon. 

Carbonated beverages from 10 per 
cent of the sale price to 2 cents a gallon 
plus 5 cents a gallon on the syrup used 
in their manufacture. 


Senate Raised These Rates 


Taxes proposed to be increased in- 
clude those on: 

Corporation income from 10 per cent 
to 15 per cent. 

Corporations through the repeal of 
the $2,000 normal exemption on those 
having a capital stock in excess of 
$25,000. 

Estates taxes where the toal sum ex- 
ceeds $10,000,000. 

Medicinal beer, wine (except cham- 
pagne) and whiskey. 

Alcohol when diverted unlawfully for 
beverage purposes, from $2.20 a gallon 
to $6.40 a gallon. 


Retained Tax But Changed Form 


Taxes proposed to be changed in form 
include: 

Stamp levies on perfumes, essences, 
toilet waters, extracts, hair oils, etc., to 
manufacturers’ levies at 4 per cent. 

Retail taxes on fountain drinks to 
manufacturers’ levies of 7% cents a 
gallon on finished fountain syrups for 
such drinks. 

Retail luxury taxes on carpets, rugs, 
trunks, valises, traveling bags, suit 
eases, hat boxes, fitved toilet cases, 
purses, pocketbooks, shopping and hand 
tags, portable lighting fixtures, includ- 
ing lamps of all kinds and lamp shades, 
and fans, costing in excess of certain 
amounts, to manufacturers’ taxes 5 per 
cent. 

New Taxes Levied 


New taxes proposed to be imposed in- 
clude: 

Levies on gifts of property by any 
person at rates ranging from 1 per cent 
on the amount between $20,000 and 
$50,000 to 25 per cent on $10,000,000 
or more. 

Manufacturers’ tax of 3 per cent on 
carbonic acid gas to make up part of 
the revenue lost in repealing the soda 
water taxes, 


Tariff Revision Bill to Be Taken Up 


Now that the internal revenue re- 
vision bill has reached the final stage, 
the attention of the Finance Commit- 
tee will be turned to the tariff bill which 
passed the House last July. The hear- 
Ings on the agricultural schedule of 
this bill, which were suspended on Aug. 
31, have already been resumed in a 
desultory fashion, but will be booming 
along full blast as soon as the revenue 
bill is out of conference. 

Only four of the fifteen schedules of 
the bill have been the subject of hear- 
Ings, and it is expected that the testi- 
mony of witnesses will occupy the 
Finance Committee until the Christmas 
recess. Nobody in Washington who has 
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had any experience in legislative affairs 
looks for a new tariff bill before the 
middle of next March. 

The farmers’ relief emergency tariff 
law is to be extended until next Febru- 
ary, but it is extremely unlikely that 
the permanent tariff law will then be 
on the statute books. For this reason 
an effort is being made to provide for 
the further extension of the emergency 
tariff until the permanent law becomes 
effective. 

To bring this about will require fast 
work, as the emergency statute expires 
by limitation Nov. 27, and the custom- 
houses on both Atlantic and Pacific 
coasts are said to be bursting with mer- 
chandise that will flood the country if 
the present law expires even one hour 
before the extension statute takes 
effect. 


Co-operative Merchandising by 
Farmers 


Co-operative marketing and purchas- 
ing by farmers in the United States is 
the subject of an interesting advance 
chapter of the forthcoming census re- 
port for 1920. The figures are calcu- 
lated to make you sit up and take no- 
tice, if you have been laboring under 
the impression that co-operation in mar- 
keting and purchasing has been spo- 
radic or confined to a few localities. 

The total sales through farmers’ 
marketing organizations in 1919, the 
year covered by the 1920 census, aggre- 
gated the enormous sum of $721,983.- 
639, while the purchases made through 
farm organizations totaled the tidy 
sum of $84,615,669. 

No less than 511,383 farms reported 
sales through farm marketing organi- 
zations. As the bureau reports 6,448,- 
347 farms in the United States, it is 
evident hat 7.9 per cent made sales of 
this character, the average per farm 
being $1,412. 

A smaller number of farms reported 
making purchases through co-operative 
organizations than those reported as 
making sales; nevertheless, 329,449, or 
5.1 per cent of all farms, made pur- 
chases on ‘the co-operative plan, the 
average per farm being $257. 


Report Reflects Communistic 
Tendencies 


The communistic tendencies of cer- 
tain sections of the country are clearly 
reflected in this report. In Minnesota, 
for example, 78,314 farms, or 43.9 per 
cent of the tota}, made sales through 
co-operative organizations aggregating 
$82,760,459. 

South Dakota stood second in the list, 
20,241 farms, or 27.1 per cent of the 
total, reporting sales aggregating $31,- 
651.244. Nebraska stood third, with 
82,543 farms, or 26.2 per cent, report- 
ing $44,755,140 of co-operative sales. 

Other States in which more than 15 
per cent of the sales were made on the 
co-operative basis were as follows: 
Wisconsin, 22.6 per cent; North Da- 
kota, 22.4 per cent; California, 21.6 
per cent; Michigan, 21.4 per cent: 
Kansas, 20.4 per cent; Iowa, 20.3 per 
cent. 
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Co-operative buyi apparently, is 
not as popular as c rative selling. 
The farmers of Minnesota who re- 
ported buying transactions made only 
16.6 per cent of their purchases on the 
co-operative plan, but this form of buy- 
ng aggregated no less than $6,642,162. 
The farmers of Kansas bought more 
goeds on the co-operative plan than 
those of any other State, their total 
being $9,663,051, or 19.6 per cent of 
their purchases. 


Conservatism In the South 


The conservatism of the farmers of 
the South Atlantie States is reflected in 
this report. Only eight-tenths of 1 per 
cent of the farmers of the nine States 
comprising this district made sales on 
a co-operative basis, and only 1.1 per 
cent reporte< ‘hases on this plan. 

The report s arly enough that 
co-operative buy selling is al- 
most wholly conti: hose sections 
in which the bigge of economic 
“bugs” has been ha in the past 


decade. 

The agricultural bloc the Senate 
is squarely behind the farmers in the 
development of the co-operative buying 


and selling game, and strenuous efforts 
are now being put forth to secure the 
early enactment of legislation that will 
not only facilitate this form of mer- 
chandising, but that will protect those 
who engage in co-operative selling 
against attack under the Federal anti- 
trust laws. 
Capper Defends the Farmers 

Senator Capper of Kansas is the 
leader in this movement, and the Cap- 
per-Volstead bill now before both House 
and Senate has been selected for the 
united support of the agricultural bloc. 
This bill not only encourages national 
co-operative selling, but provides spe- 
cific exemptions designed to prevent the 
interference of the Department of Jus- 
tice with the farmer’s selling pools and 
other devices to raise and maintain the 
prices of his products. 

In defense of the farmers, Senator 
Capper declares that it is “impossible 
for them to organize a trust.” 

“The farmers of America,” he says, 
“can never perfect an oppressive 


monopoly. The farmer- cannot shut 
down. He must always keep his farm 
busy, or taxes and the sheriff will get 
him. 

“The moment the price of a single 
farm product makes that art le the 
most profitable to raise, the men on 
four million farms get busy grow- 
ing or trying to gr t. An immediate 


increase of production will then take 
place and will : > the price. This is 
economic law. 

Is This Discrimination? 

“Is it not strange that a corporat 
with many thousands of stockholders 
may freely and legally go about it 

isiness, but that the Rock Hill Farm- 
ers’ Co-operative Society, for instance, 
of not to exceed a few score members, 
may not do business free from the 
possibility of legal attack under 


tho 
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present divided interpretation of the 
Clayton anti-trust law, which was 
passed to remedy this very defect? I 
call it not only strange but wrong and 
vastly harmful to the general welfare. 

“Tf thousands of stockholders in a big 
corporation have the right to act to- 
gether, why should this right be denied 
to a group of farmers in a little com- 
munity who band themselves together 
to market a certain product or prod- 
ucts? 

“In the Volstead-Capper bill, as 
passed in the House, the farmers of the 
United States are not asking for class 
legislation, but for a chance to do busi- 
ness which is, when you come down to 
rock bottom, largely dependent upon 
the farm producer. Unless the farmers 
get this chance, both they and the na- 
tional welfare will suffer. 


The Farmers’ Handicaps 


“Farming is the only business in this 
country that buys at retail and sells at 
wholesale; that pays whatever is asked 
when it buys and accepts whatever is 
offered when it sells. Other organiza- 
tions take the farmer’s products from 
him at their own price, and then obtain 
for them the highest price the public 
can be made to pay. 

“The American farmer is an efficient 
producer. He leads the world in pro- 
ducing the greatest quantity of food- 
stuffs per man. 

“But with the help of his boys and 
his family he is earning only 5 to 15 
cents an hour because, as an individual, 
he can never be an efficient salesman of 
his own products unless the clear legal 
right to market his commodities collec- 
tively shall be established for him by 
law. This is the only way he may have 
an instrument to carry on his business. 
When he gets it he will shorten the 
process of distribution by organization 
and, through eliminating all unneces- 
sary middlemen, will greatly lessen the 
cost of marketing to his own and the 
consumers’ advantage.” 


Government Loses Big Anti-trust Case 


The representatives in Washington 
of corporate interests are jubilant over 
the action of Federal Judge Carpenter 
in Chicago, in dismissing, for want of 
equity, the Government’s anti-trust 
prosecution of the American Linseed 
Company, the National Lead Company, 
the Linseed Council, and the Armstrong 
Bureau. These proceedings were begun 
in July, 1920, to determine whether 
trade associations may legally compile 


and exchange among members price 
lists and statistical data relative to 
production and market conditions. 

In deciding this interesting case, 
Judge Carpenter states that the ques- 
tion involved is “whether there is any- 
thing inherently wrong in an agree- 


ment between producers in certain lines 
to furnish each other their prices and 
not to make gales deviating from such 
price lists without immediately notify- 
ing al] the others.” His opinion clearly 


distinguishes between the information 
service per se and the use made there- 
He says in part: 


of. 
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} “Logic which assumes that because 
there is an opportunity to fix prices, 
therefore prices are fixed, is contrary 
to the genius and logic of our law. 


Innocent Until Proved Guilty 


“Every man is presumed to be inno- 
cent until he is proven guilty. If the 
Armstrong Bureau is to be dissolved 
merely because it afforded the members 
an opportunity to fix prices, then this 
court with equal propriety could be 
asked to dissolve any lunch club where 
business men meet. This theory hardly 
warrants discussion. 

“Business is no longer a game, but 
a matter of scientific calculations. A 
merchant cannot compete with another 
merchant unless he knows what he has 
to compete against. 

“The Government cannot seriously 
contend that it is the duty of every 
merchant to guard against his competi- 
tor finding out what he is charging. It 
would be an impossibility. 

“Nor is it wrong for a merchant to 
find out what his rivals are charging. 
If he cannot get it directly and easily, 
he will necessarily get it indirectly and 
at a great expense and slowly.” 

The Department of Justice has not 
yet announced whether or not an appeal 
will be taken from Judge Carpenter’s 
ruling. If this decision stands, the 
officials of a large number of voluntary 
trade associations will quit shaking in 
their boots and begin breathing freely 
once again. 


Selling Bonds to Relieve Unemployment 


More than $60,000,000 in municipal 
bonds have been sold recently in thir- 
teen States, and more than $34,000,000 
in addition have been offered for sale. 
Besides, $10,000,000 in State bonds have 
been sold, and an equal amount have 
been offered for sale. 

These statistics have been made pub- 
lic by the President’s Conference on 
Unemployment. They were compiled 
as part of the study which is being 
made regarding public works, and the 
possibility for hastening their construc- 
tion to relieve, in some measure, the 
nation’s heavy rate of unemployment. 

The largest State bond sale was in 
Illinois, of $5,000,000 for highways; 
Michigan offered $4,000,000 bonds, also 
for highways, and $3,000,000 of these 
had been sold when the figures were 
compiled on October 31. The State of 
Michigan is also offering $10,000,000 in 
bonds for the soldiers’ bonus. 

Connecticut recently disposed of $2,- 
000,000 in bonds. The rate of the State 
bonds was 4 per cent for Illinois, 5 per 
cent for Connecticut, 5.5 for the sol- 
diers’ bonus of Michigan, and 5.75 for 
that State’s highway bond. 

A wider variance of rate was shown 
in the municipal bonds. These ranged 
from 4 per cent, as in the Chicago issue 
of $1,500,000 for park improvements, 
to 7 per cent for the $1,000,000 in school 
bonds being offered at Hibbing, Minn., 
but the majority were 6 per cent bonds. 

Public works which it is hoped will 
be erected or extended by these munici- 
pal bonds include highways, schools, 
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sewers, filtration plants, water works, 


hospitals, parks, forest preserves, 
bridges, lights, paving, court hoses, 
fire department and police department 
equipment, streets and _ sidewalks, 
beach improvements, and memoria] 
playgrounds. 

The total for thirteen States of 


municipal and township bonds recently 
sold or offered for sale are: Illinois— 
sold $2,010,000, offered $4,500,000; Con- 
necticut, $2,943,000—$1,703,000; New 
Hampshire, $345,000—$230,000; Mich- 
igan, $11,277,500—$1,622,500; Wiscon- 
sin, $8,671,000—$581,000; Ohio, $9,999,- 
700—$1,458,000; Rhode Island, $200,000 
—$290,000; Pennsylvania, $4,800,000— 
$16,179,500; New York, $3,667,370-- 
$2,024,626; Minnesota, $4,362,000—$2,- 
853,764; New Jersey, $8,028,800—$448,- 
500; Massachusetts $2,581,500—$1,035,- 
000; Indiana, $2,004,600—$1,780,575. 


Nearly $1,000,000 Involved 


Totals for these States amounted to 
$60,890,970 in municipal and township 
bond sales, and $34,706,465 in additional 
bonds offered. The sales and offerings 
of bonds of the States of Illinois, Con- 
necticut, and Massachusetts are not in- 
cluded in these totals for municipalities 
and townships. 

Otto T. Mallory, a member of the 
State Industrial Board of Pennsylvania, 
is secretary of the Public Works Com- 
mittee of the President’s Conference on 
Unemployment. Mr. Mallory is greatly 
pleased at the interest in public works 
construction which is manifest in so 
many communities at this time. 

“The active participation of so many 
cities in the expansion of their public 
works during the present period of un- 
employment is most encouraging,” says 
Mr. Mallory. _“The demand for the ma- 
terials required is putting new groups 
to work and vitalizing dormant in- 
dustry. 


The Psychology of Courage 


“In addition, one must not forget that 
the psychology of courage is contagious. 
What one town does to-day assists other 
towns to-morrow, and when many are 
actively prosecuting public works, the 
whole industrial wagon is oiled up and 
moving. 

“The recommendations of the Unem- 
ployment Conference contemplate Fed- 
eral leadership in the expansion of pub- 
lic works in bad years by deferring a 
portion of ordinary public work from 
years when business is booming and 
men and materials are competed for by 
private industry. In times of plenty, 
prepare for famine, and there will be 
no famine. 

“In the carrying out of this policy 
the cities and States are even more im- 
portant than the Federal Government, 
as they execute five times the amount 
of Federal public works in the average 
year. The gradual co-operation on the 
part of the cities and States can be 
even greater than at present when such 
advance planning has become a custom, 
based upon their experience that it 18 
true economy and sound local and na- 
tional policy.” 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Nov. 14, 1921. 

OR some untraceable reason elec- 

tion week has always been con- 

sidered a light business period 
by the local hardware trade. Although 
the holiday itself put a hole in the 
week’s sales record, there is absolutely 
no slackness noticeable in and around 
New York. In fact, all reports show 
large current sales and good orders for 
future delivery. 

Carpenters’ tools have been selling 
well for some time, probably due to the 
present building boom. Retailers are 
finding a receptive market for alumi- 
num, enamel and glass cooking ware to 
be used during the approaching holiday 
season. Cutlery is also picking up a 
little. 

An announcement has come from two 
or three window glass manufacturers 
that is considered by local jobbers as 
being of considerable importance. These 
particular factories are introducing a 
new medium grade window _ glass 
ranked in quality between B and C with 
a price approximately 10 per cent lower 
than grade B. It is thought that this 
step has been taken in order that the 
American manufacturers may compete 
with the lower priced imported glass 
which is not considered as good in qual- 


ity. 
Jobbers report the following an- 


nouncements from manufacturers: 


Indiana Steel & Wire Co., Muncie, 
Ind., has reduced prices on wire strand. 

Wickwire Spencer Steel Corporation 
has made a reduction on stove goods, 
lifters and pokers. 

Holland Mfg. Co., 
has reduced the prices 
nails, 

American Mills Co., Atlanta, Ga., has 
reduced the prices on cotton wrapping 
twine. 

Erie City Mfg. Co., Erie, Pa., has re- 
duced the price on mop sticks. 

Erie Mop Co., Erie, Pa., has reduced 
the price on mop sticks. 

Theodore G. Ely, Girard, Pa., has re- 
duced the price on mop sticks. 

Chicago Fuse Mfg. Co., Chicago, IIL, 
has made a reduction on switch boxes 
fanging from 1 to 10 cents per box. 

Clifton Mfg. Co., Brooklyn, N. 


Baltimore, Md., 
on cobblers’ 


¥ 
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has advanced the price on friction tape 
2 cents per lb. 


Empire Level Mfg. Co., Milwaukee, 
Wis., has announced a reduction of 15 
per cent on adjustable aluminum and 
stationary aluminum levels. 


Millers Falls Co., Millers Falls, Mass., 
has issued a new price list effective 
Oct. 21, 1921. 


Among the important price changes 
reported by local jobbers are the fol- 
lowing: 

Reduction in rail benders. 

Outlet boxes have been reduced 10 
per cent by all manufacturers. 

General advance of range boilers 
from 5 to 7'2 per cent. 

Galvanized fence staples are quoted 
at $5 per keg net. 

Annunciator Wire.—The new price 
announced last week are expected t 
remain unchanged for some ti 
good demand continues 
and there seems to be sufficient 
available for local needs. 
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pate any shortage, as present stocks 
seem sufficient. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all ciamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men’s and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes, 9144 to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in. polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clamp 
hockey skates, $1.40 Women’s and chil- 
dren’s clamp hockey skates, russet leather 
back and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Ice Scrapers.—Interest in ice scrap- 
ers is very good. Dealers are begin- 
ning to take deliveries in fair quanti- 
ties. Prices are unchanged. 


Jobbers’ quotations f.0.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank, extra quality, tem- 
pered stecl blade, 7 x 6 in., % in. polished 
and painted blue, 4 ft. handle, $7.50 per 
doz. Ice scrapers, socket extra heavy, 7 in. 
blade, 6 in, deep, % in. polished and painted 
blue, 4 ft. handle, $10 per doz. Ice scrapers, 
extra heavy, solid shank, double beaded 
blade, 8 x 6 in. heavy iron ferrule, 4% ft. 
handle, $10.40 per doz. 


Lanterns.— Fair demand, _ steady 
prices and adequate stocks characterize 
the local lantern market. 


York: 
Victor 


Jobbers’ quotations f.o.b. New 

Hy-Lo tin lanterns, $9.50 per doz. 
tin lanterns, $9.59 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckey dash lanterns, 
$11.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 
enamel finish, $25 per dozen. Imperial plat- 
form lanterns, $9.75 each. 


Levels.—Prices are unchanged, gen- 
erally speaking. The demand for levels 
is fairly good in this locality. Stocks 
are adequate. 

New York: 
japanned, $1.72 


nickel plated, 
same, 41% in., 


Jobbers’ quotations f.o.b. 

Pocket levels, iron, 3 in., 
per doz.; 2 in. hexagon brass, 
proved glass, $3.60 per doz.; 
$8.20 per doz. 

Line levels, 3 in. aluminum, 
ver end, $5.13 per doz. 

Plumbs and Levels.—Cast iron japanned, 
nickel plated trimmings, with proved 
glasses, two plumbs, 6 in., $16.32 per doz. ; 
same, 24 in., $31.60 

Steel Levels Cold 
japanned, 1 plumb and 
$19.38 per doz. 


German sil- 


steel, web 
levels, 22 in., 


rolled 
two 


Linseed Oil.—Small lot buying con- 
tinues fairly active, but among the big 
consumers there is not much demand 
for linseed oil. Prices seem to be fairly 
steady. 

New York: 

67c. to 69c. per 
but more than 5 
single bbl. lots 


Prices to retailers f.o.b. 

Linseed oil in car lots, 
gal.; less than car lots, 
Dbl.. 7Zc. to Téc. per gal.; 
is 75c. to 77c. per gal soiled oil is 2e. 
extra per gal. and double boiled oil is 3c 
extra per gal. Oil in half bbl. lots is 5c. 
extra per gal. 

Nails.—There have not been many 
important changes in the local nail 
market. Generally speaking, stocks are 
fair, and the prices quoted here are 
representative of the legitimate local 
market. 

Jobbers’ quotations f New York: 

Wire nails, $3.50 to f base, per keg. 

Cut nails, $4.25 to $4.4 e, per keg. 

Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 per 


Rope and Twine.—The demand for 
twine continues to show slight in- 
creases. The rope market is practically 


cent. 


jobbers 
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unchanged. Stocks are sufficient and 
prices seem to remain the same. 


Jobbers’ quotations f.o.b, New York: 

Manila rope, No. 1 grade, 17c, to 18 4c, 
per lb. Hardware grade, l4c. per Ib, Sisal, 
No. 1 grade, 13c. per lb.; sisal, No. 2 grade, 
lic. per lb. Bolt rope, 20c. to 220. per lb. 

Lath yarn, 13c. to 15¢. per lb. Jute wrap- 
ping twine, 20%c, to 251oc. per lb. India 


hemp twine, No. 6, 16c. to 18c. per Ib. 


Roller Skates.—A fair though steady 
demand for roller skates is reported. 
Prices remain unchanged and stocks 
appear to be ample. 

Jobbers’ quotations f.o.b. 

Extension roller skates, ‘ 
and back, extend 7% to 9% in., 
rolls, web heel and toe straps, $1.10 per 
pair. Same better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension, 7% to 10 in., half strap heel, 
clamp toe, plain steel rolls, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same 


for women, $2.75 per pair. 


Screws.—A fairly consistent demand 
for screws is found in the local market. 
Jobbers report ample stocks and un- 
changed prices. 

Jobbers’ quotations f.o.b. New York: 

Wood Screws.—F lat head, bright, 7714-20 
oid cent; flat head, galvanized, 6214-20 per 

ent; round head, blued, 75-20 per cent; 
bored 8 head, nickeled, 65-20 per cent; round 

rass, 70-20 per cent; flat head, 
-20 per cent; round head, brass 
65-20 per cent. 

M: achine Screws.—Iron, flat and round 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 

Set screws 

N. B. 


New York: 
steel foot plate 
cast iron 


75 per cent. 
75-5 per cent. 
-Reports indicate that 
are giving an extra 10 


some local 
on wood 
screws. 

Sleds.—Sleds seem to be one of the 
best winter specialties at the present 
time. Jobbers are making deliveries, 
and dealers seem anxious to have good 
stocks. There is no talk of price re- 
visions. 

Jobbers’ 

Flexible 
in. wide, 6 in 
long, 18 in, wide, 
47 in. long, 14 in. 


New York: 
38 in, long, 12 


quotations f.o.b. 
Flyer sleds No, 1, 
high, $4.50 each; No. 2, 42 in 
6 in. high, $5 each; No. 3 
wide, 7% in. high, $6.50 
each; No. 4, 52 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in, wide, 614 in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 7% in. high, $6.75 each, 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pairs of foot 
rests, $7.75; No. 5, with two pairs of foot 
rests, $11. 

Sporting Goods.—Fair attention is 
being given to sporting, goods in gen- 
eral. Equipment for cold weather 
sports, of course, is receiving most of 
the attention. Orders are for fair quan- 
tities, and stocks appear ample. 

Stove Pipes and Elbows.—At the 
present time jobbers are selling stove 
pipe and elbows in fairly good quanti- 
ties. The consumer demand seems to 
be fairly good. Prices are unchanged. 

Jobbers’ New York: 

Stove pipe, black iron, No. 28 gage; 12 
lengths to a bundie, 4 in.. $1.60; 4% in. 
$1.70; 5 in., $1.80; 5% in., $2.10; G@ in., $2.25 
each per doz, Tengths. 

Elbows, black iron, No. 28 gage, 12 
lengths to a bundle, a in.. $1.60: 4% in., 
$1.70; 5in., $1.80; 5% , $210; 6 in., $2.25. 

Tree Holders. kee calling for fu- 
ture delivery are beginning to come to 
local jobbing houses. It is still some- 
what early for the dealers to put Christ- 
mas tree holders on display. 

Jobbers’ quotations f.o.b. New York: 

Cast iron tree stands, japanned, striped 

gold bronze, 2 in. opening, $10 per 
. net; 3 in. opening, $16.75 per doz, net, 
“Gem” tree stand, $5.75 per doz. 


Window Glass.—The most important 
thing that happened in this line is the 


quotations f.o.b. 
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introduction of a new medium grade ag 
announced earlier in this report. Next 
week will probably bring further infor- 
mation on this new grade. 


Prices to retailers f.o.b, New Yor! 

B snare window glass, 82 per crit 
coun 

B Rete glass, 85 per cent discou 

A double and single glass, 82 ; 
discount. 


Wire Goods.—There seems to be con- 
tinued interest for wire goods. Stocks 
are ample and prices seem steady 


Jobbers’ quotations f.o.b. New Yor! 

Poultry netting, galvanized after 
ing, factory shipment, 50 per cent 
New York stock, 45 per cent. Poultr) 
ting, galvanized before weaving, 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 
stock, $4.75 to $5 per 100 sq. 


Believing it to be a matter of inter- 
est and possible guidance to our read- 
ers, we publish herewith a list of sea- 
sonable articles, together with the retail 
prices prevailing in this section. These 
prices are average prices arrived at as 
a result of a canvass of the Greater 
New York trade. 


Oil Heaters.—No. 525, $5.98 each; No. 530, 
$7.50 each; No. 550, $7.35 each; No. 56), 
$8.45 each; No. 630, $9.50 each; No. 660, 
$10.75 each. No. 3 wicks, 20c.; No. 3 wicks, 
put in, 25c.; No. 500 wicks, 35c. 

Weatherstrip.—a2, 6c. per ft., T0c. per 
100 ft., $5.40 per 1000 ft.; a6, 5c. per ft. 
50c. per 100 ft., $3.75 per 1000 ft.; a7, 3c. 
per ft.; 35c. per 100 ft.; $2.70 per 1000 ft; 
al0, 3c. per ft., 35c. per 100 ft., $2 70 per 
1000 ft.; all, 4c. per ft., 40c. per 100 ft, 
$3.25 per 1000 ft. C Grade.—0, 2c. per ft. 
20c. per 100. ft., $1.75 per 1000 ft.; 1, 2¢. 
per ft., 20c. per 100 ft., $1.75 per 1000 ft.; 

1%, 3c. per ft., 35c. per 100 ft., $2.70 per 
1000 ft.; 7, 5c. per ft., 60c. per 100 ft., $4.50 
per 1000 ft. 

Yale Checks.—72, $6.50 each; 73, $7.50 
each; 74, $9 each; 75, $11 each. 

Galvanized Pails.—8-qt., 25c. each; 10-qt., 
30c. each; 12-qt., 35c. each; 14-qt., 40c. 
each; 16-qt., 50c. each; 14-qt. X Hy., T5e. 
each. : 

Coal Hods.—516, 60c. each; 517, 65c. each; 
518, 70c. each; 176, $1 each; 186, $1.10 each. 

Roofing.—1l-ply felt, $1.75 roll; 2-ply tar, 
$2.10 roll; 3-ply tar, $2.50 roll; 2-ply roofing, 
&2.75 roll; 3-ply roofing, $3.25 roll. Barretts 
Everjet, $1 gal.; Barretts Everlastic, $1 gal. 

Disston Saws.—7, 24-in., $2.55; 26-in., 

$2.65. D8-16, 24-in., $2. 90: 26-in., $3. 12° 
24-in., $3.40; 26-in., "$4, 
Strap Hinges. —Light, with scre Ws: 
pair; 4, 16c. pair; 20c. pair; 6, 23c. pair; 
8, 30c. pair; 10, ibe. pair; 12, 55. pair. 
Heavy, with screws: 4, 18c. pair; 6, 30¢c. 
pair; 8, 40c. pair; 10, 58c. pair; 12, 85c. pair; 
14, $1 pair. 

Tee Hinges.—Light, with screws: 
pair: 4, 15c. pair; 5, 18¢c. pair; 6, 20c. pair; 
8, 24c. pair; 10, 35c. air; 12, 45c. pair. 
Heavy, with screws: : . pair; 5, 26c. 
pair; 6, 30c. pair; 8, 40c. pair; 10, 50c. pair; 
12, 70c. pair. 

Extra Heavy Tee.—With screws: 
pair; 6, 38c. pair; 8, 55c. pair; 10, 75¢ 
12, $1. 10 pair; 14, $1 50 pair. 

Enameled Tub Covers.—First quality, $6 
se 

Teteonion Covers.—Re gular, $2.25. 

Oil Cans.—1 gal., tin, 35c. each; 1 gal., 
galvanized, 45c. each; 2 gal., galvanized, 
75e. each; 5 gal. with ’s, $1.50 each. 

Genuine Stillson.—6, $1 each; 8, $1.10 
each; 10, $1.25 each; 14, $1.75 each; 138, 
$2 50 each; 24, $3.50 each; 26, $6.50 each 

Coes Wrench.—6, $1 each: $1.25 each; 
19. $1.60 each; 12, $2 each: 5 15 each, 

Wire Nails.—Base, $4. Com., Tc “Tb. Fin., 
8c. lb. 

Square Mesh.—\, 7c. 
6c. per sq. ft.; roll, 54%c. 
per sq. ft.; 100 ft., 7c. per 
per sq. ft. 

Twentieth Century Heater.—$1.15 each. 

Black Stove Pipe.— 1s 41%4-in., 5-in. 20c. 
each; 5%-in., 6-in., 25c. each. 

Black Elbows.—4-in., 4'%-in. 
each; 5%-in., 6-in., 25c. each. 

Galvanized Pipe.—6-in., 26G, 35c.; 
26G, 45c.; 8-in., 26G, 55e. 

Galvanized Elbows.—6-in., 
26G, 40c.; 8-in., 26G, 50c 

Sash Cord.—3c, yard; $1 hank. > 

Red Seal Batteries.—40c. each; $4.50 

Sash Weights.—4c. lb.; $3.50 100 Ib.; 


ton 
Ash Cans.—0170, $3; 0180, $3.50. 


dis- 


cent 


weav- 
from 
net- 
factory 


York 


x 2, New 
t. 


3, 14¢. 


3, 14e. 


4, 25c. 


. pair; 


per sq. ft.; 100 ft.. 
per sq. ft. 4, &¢. 
sq ft.; roll, 


5-in 20¢c. 


26G, 35c.; 7 


doz. 
$55 
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Office of HARDWARE AGE, 
1505 Otis Building, 
CHICAGO, Ill., Nov. 8. 
P eccurced int no price changes 
occurred in this week’s Chicago 
hardware market report. Neither 
were there any important developments 
in the volume of sales. Business is 
considerably improved over a few weeks 
ago, and indications are favorable for 
future gain. This improvement applies 
to nearly all departments. 

Considerable improvement in the em- 
ployment situation is vouched for by 
labor authorities in Chicago. It is esti- 
mated that unemployment has been re- 
duced at least one-third in the past 
month. In the building trade some offi- 
cials think that 85 to 90 per cent of the 
artisans in construction work are ac- 
tively employed. Other estimates re- 
duce this to 50 or 60 per cent. How- 
ever, it is certain that there are ex- 
tremely satisfactory employment con- 
ditions in the building trade situation 
at this time. 

Building permits for October were 
901 as against 985 for September, a sea- 
sonable falling off which is slight and 
much less than was expected. With an 
open winter there will be good building 
activity in Chicago through the cold 
months, as a great many small home 
and apartment enterprises are under 
way and these can be completed if the 
weather is favorable. 

The new prices on black wire cloth 
have brought out a fair volume of busi- 
ness and poultry netting is also a strong 
item in future sales. 

There is continued good demand for 
toys, with the indication that some 
lines will be very short when the big 
business comes next month. 

Sporting goods are also selling well, 
with indications of increased demand for 
the Christmas trade. 

Statements by credit managers indi- 
cate that the collection situation is con- 
siderably better than it has been for 
some time. 

Automobile Accessories—No price 
changes are recorded at this time, and 
the demand is about the same. It is 
understood that there will be some re- 
adjustment of prices on tires and tubes 
to be announced by the jobbers at an 
early date. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3 each, 
$34 per doz.; De Luxe long handled stand- 
ard jacks, $6.25 each; No. 1 standard jacks, 
$2.15 each: twin cylinder foot pumps, $1.25 
eac h; Simplex jacks, No. 36, $2.10 each; 

tewart hand horns, $4 each ; Weed chains, 
30 x 314, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 331g per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid chains, $3 ito $2.65 per pair; 


inner tubes, red, 30 x 314, $2.50 each; gray 









tubes, 30 x 314, $2.05 pe) h; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c. each; Mica type. 
Rethlehem spark plugs, 74c. each; Standard 
Porcelain Bethlehem plugs, 55c. each; Her- 
cules Giant plugs, 55c. to 60c, each; Hercu- 
les Junior plugs, 27¢c. to 35c. each; Hel-Fi 
ste lard plugs, 27c. to 35c. each: Hel-Fi 
tractor plugs, 83c. each. A. C. Cico plugs, 


4Se. ea ch; Splitdorf plugs, 70c. to 78c. each ; 
United plugs, junior, 40c. each : Champion X 
Dlugs, 50c, each: Champion O plugs, 50c. 
paves Champion Heavy Duty plugs, 57c. 
ach, 
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Axes.—Sales have been satisfactory 
and the volume is keeping up well. 
Prices are continuing at the same level. 


We quote from jobbers’ stocks, fo 
Chicago: First quality single bitted unhan- 


dled axes, 3 to 4 Ib., $14.50 base ood 
quality black unhandled axes, same weight 
$13.50 base; single bitted handled Xes, 


$16.50 to $22 per doz. 


Alarm Clocks.—There is a free mov: 
ment in alarm clocks, but the’ jobbers 
have sufficient stocks to take care of 
the large demand. There are no price 
variations at this time to report. 





We quote from jobbers’ stocks, f.0.b 
Chicago: America, $13.08 doz. lots, case, 
$12.48 doz.; Blue Bird, $15 doz. lots, case, 
$14.16 doz.; Bunkie, $25.56 doz. lots, case, 
$24.60 doz.: Lookout, $16.08 doz. lots, case, 
$15.48 doz.; Sleepmeter, $17.52 doz. lots, 
case, $16.92 doz. 


Bicycles and Tires—A large volume 
of business is expected to be placed this 
week at the annual Motorcycle and 
Bicycle Show, which is just opening at 
the Coliseum. Indications are that 
there will be a large number of buyers 
in the city and with the prices having 
been adjusted downward, the manufac- 
turer is looking for a healthy booking 
of business. No further price changes 
are said to be in sight. 

Builders’ Hardware.—The sale of 
builders’ hardware is really surprisingly 
good for this season. One of the 
largest manufacturers of butts and 
hinges states that business in this ter- 
ritory is exceptionally good. Reports 
from other builder hardware concerns 
are also of an encouraging nature. 
There is a surprising amount of work 
in process of construction, considering 
the lateness of the season, and there 
is every indication of continued good 
demand if the weather permits building 
work to be carried on. Prices are the 
same as they have been and the manu- 
facturers seem to be agreed that there 
will be no change during the coming 
week. 

Cotton Gloves.—There is not quite 
the demand there was earlier in the 
season as husking mittens are not ac- 
tive at this time. With cotton prices 
as they are, the market has a tendency 
to be firm. 

We quote from jobbers’ stocks, f 
Chicago: Six oz. knit wrist gloves, $1 
doz.; 8 oz. knit wrist gloves, 
oz. knit wrist gloves, $1.80 doz.: 8 oz. 
plain husking mittens, $1.15 doz. pairs. 

Copper Rivets and Burrs.—No change 
in prices and the volume of business is 
considered good. 

We quote from 
Chicago: Standard 
per cent discount. 

Chains.—No change in price has been 
recorded and the volume of business 
continues to be good. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Proof coil chains, 1 in., base. $8.50 
per 100 1lb.; standard coil chains, 50 per 
cent off list: No. 00, 4% ft. electric welded 
chain cow ties, $2.75 doz 

Cutlery.—Sales of cutlery 
to be excellent in every way. There is 
not the business in razors which the 
trade desires, but pocket knives and 
kitchen cutlery are selling well. Sil- 
verware is in good demand, the recent 


stocks. f.o.b 
packages, 50 


jobbers’ 
sizes and 


continue 
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price reductions having succeeded in 
bringing out new business. Continued 
heavy sales are expected for the bal- 
ance of the year. 
Cooking Utensils.—For those dealers 
who have pushed these lines, there has 
en excellent business on cooking 


utensils. Aluminum goods are selling 
well, particularly when they are of- 
fered at special prices. Enameled- 
ware sales have shown a tendency to 
gain, 

Eaves Trough and Conductor Pipe.— 
Old prices continue to rule on eaves 
trough and conductor pipe. There has 
been a good demand, the building pro- 








gram o! the country necessitating a 
liberal suppl; this material. Prices 
are attractive because they have not 
been advance formity with the 
new sheet pric: 

We quote fr tocks, fo.b. 
Chicago 29 gage eaves 
trough, $4.3 1‘ ge, 3-in. cor- 
rugated ec r pil r 100 ft.; 
corrugated : n. cond $1.55 doz. 

Files. alias increa business in 
files is noted in various quarters. Gen- 
erally speaking, the demand has been 
good at unchanged prices. 

We quote from rs’ < ks b 
Chi me: Ame rican TO) per off 
list ; cholson files 0-16 aa 
list bear files, 5 ) per ¢ st 
Black Diamond files, 50 t S 


Flint Paper ond Cloth. The amount 
of business is 
no change in 


fairly 
volume 


satisfactory with 


or prices. 





Gubenlead ‘Wann —Sales are on a 
hand-to-mouth basis. Recent advances 
of 5 to 10 per cent on galvanized uten- 
has had a tendency to stimulate 
immediate buying, but there are no long 
term requisitions. Jobbers and retail- 
ers are carrying low stocks. 


sils 


Glass.—Both the manufacturers and 
jobbers report that stocks are low on 
glass. There has been a fairly strong 


demand and, this has depleted reserve 
Prices remain the 


stocks. 





same. 

We quote from jobbers’ stocks, f.o.b 
Chicago sins treneth all sizes. 81 
per <¢ it sizes, Sl 
per cent sizes. &3 
per cent i sizes. &3 
per cen kits, $4.75: 

Guns and Ammunition.—Sales con- 
tinue to be excellent on ammunition, 


fair volume of busir 
good demand is ex} pected 


and there is a 
on guns. A 





for some time to 

Hatchets.— Th: eaper lines of 
hatchets are leading in the sales, but 
the demand for a better class of mate- 
ial is als: good with a tendency to 


> 


increase. | 


rices remain unchanged. 





Hammers.—Business in hammers 
continues to be good, the medium price 
and cheaper line g espe tially well 
with a very fai for the better 


PS selli ng 
r demand 
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grades. Prices are without change and 
there is no indicati n of immediate re- 
vision. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 

Hickory Handles.—Sales are of a 
steady character and prices remain at 
the same level. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 
doz.; No. 2, $2.50 doz.; finest selection sec- 
ond growth white hickory, $6 doz. ; special 
white second growth hickory, $5 doz.; No. 
1 hatchet and hammer handles, 80c. doz. ; 
second growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose—Some factories are taking 
advantage of the higher prices of cot- 
ton and have advanced their quotations 
on hose. Some interests, however, con- 
tinue to quote the old figures. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good qual- 
ity, 13%4c.; %-in. 3-ply good quality duck 
hose, 13%4c.; %-in. 4-ply good quality duck 
hose, 16c.; %-in. 5-ply multiple hose, 10%%c, 

Ice Skates.—Good business on ice 
skates has been recorded during the 
past two weeks and orders continue to 
come in. If the weather is suitable 
there will probably be a large demand. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. pair ; 
key clamp rocker, steel runners, nickel fin- 
ish, $1.15 pair; clamp hockey, polished 
cast steel runners, $1.20, pair; key clamp 
hockey, carbon steel runners, $1.60 pair; 
half key clamp rockers for women and girls, 
$1.10 pair; half key clamp hockey for 
women and girls, $1.51 pair. 

Lawn Mowers.—Some spring busi- 
ness is being booked on lawn mowers, 
and new prices have been announced. 
Some members of the trade are waiting 
and are not placing orders at this time, 
but others are covering a part of their 
requirements. 

Lanterns.—Business is fairly good on 
lanterns despite the disposition of the 
retailers who regard prices as high. It 
is stated, however, that there will be 
no lower prices this year. Most of the 
buying is on an immediate requirement 


basis. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 tubu- 
lar, $7.80 per doz. 

Nuts and Bolts.—Jobbers are holding 
quite closely to the prices quoted here, 
but it is understood that manufacturers 
are varying their prices to secure quan- 
tity business. Sales are in good volume. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 50-5 
per cent off list; small machine bolts, 60-10 
per cent off list; all stove bolts, 75-10 per 
cent gff list; all lag screws, 60 per cent off 
list. 

Nails.—The demand for nails is 
keeping up at prices which are con- 
tinuing at the same levels. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.65 per keg 
base. 


Paints and Oils.—No change has been 
recorded in this week’s prices on lin- 
seed oil. Turpentine is also selling at 
the 94 cents point, which it reached last 
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week. All other items in the paint 
market are at the same figure. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Raw linseed oil in barrel lots, 76c. 
gal.; in five barrel lots, 72c. gal.; boiled 
linseed oil, in barrel lots, 78c. gal.; in five 
barrel lots, 74c. gal.; strictly pure turpen- 
tine, 87c. gal.; denatured alcohol in barrels, 
48c. gal.; pure white lead in 100 lb. kegs, 
12%c. lb.; dry paste, 7c. lb.; white shellac, 
$3.25 gal.; orange shellac, $3 gal.; English 
Venetian red, $3.75 to $8.25 per 100 Ib. 

Roller Skates.—The Christmas de- 


mand for roller skates has increased 





MUTT It 


New York Naval Stores 


Prevailing quotations for spir- 
its of turpentine on a yard basis 
range from 80% cents to 82% 
cents per gallon. 

Rosin oils, first run brought 36 
to 37 cents with the possibilities 
of further slight declines. The = 
rumors of declines, however, could = 
not be verified. 

Rosins in most grades took a 
reduction of 10 cents on the bar- 
rel, going at the following prices: 


UUOUENUNNUUUUUDUAUO GUARANTEE LAL 





TUTE 


ES: os sacanwue DEO Fb se-v00.0% o00ee8D.90 = 

a Serr eS rer a6.40 = 

BO oar BRO EM. cos cue oe a6.70 = 
er re + 8 ee eee a7.00 

i. Soe ener SS es a7.30 
eS’ BE WW ose k esas a7.50 


Tar and pitch took advances of 
50 cents a barrel with every evi- 
dence of keeping up to the fol- 
lowing scale: 

Pith, 00890 . $6.00 per barrel : 
Tar, kiln... $10.50 per barrel = 
Ms 
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business to some extent. Prices are 


the same. 
We quote from _ jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 


$1.85 pair; girls’ ball bearing roller skates, 
$1.95 pair; juvenile plain bearing with 
strap, 72c. pair; Juvenile plain bearing 
with clamp, 80c, pair. 

Rope.—Sales are not of extra large 
character, but a fair amount of busi- 
ness is being done. Prices are holding 
to the level which has been current 
for several weeks. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 16%c. to 17%c. lb. base; 
No. 2 manila rope, 15c. to 151%c. Ilb.; so- 
called hardware grade manila rope, 11\%c. 
lb.; No. 1 sisal rope, highest quality stand- 
ard brands, 12%c. to 13%c. lb. base; No. 2 
sisal rope, standard brands, llc. to 11%c. 
lb. base. 

Spades and Shovels.—Sales are of a 
steady character with no heavy demand. 
Prices are without change. 


Stove Pipe.—There is a good amount 
of business in stove pipes. Prices are 
holding about the same, and fair busi- 
ness is expected during the coming 
week, 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40; 


§-in. elbows, 30 gage, $1.25; 28 gage, $1.45; 
26 gage, $1.70 per doz. 

Singletrees.—Prices are of a steady 
character, and the amount of business 
is reasonably large. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap and varnished single- 
trees, $9 doz.; 48-in, doubletrees, $12 doz. ; 
40-in. neckyokes, $11.50 doz. 

Sash Weights.—Business continues to 
be good in sash weights and prices are 
rather firm in tone. 


We quote from jobbers’ 
Chicago: Ton lots, $37.50 


f.0.b. 
small 


stocks, 
per ton; 


lots, $40 per ton; stock shipments, $42.50 
per ton. 
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Sledges, Mauls and Wedges.—The de- 
mand from the lumbering camps has 


caused some increase in _ business, 
Stocks are complete. 

We quote from jobbers’ § stoc} f.0.b. 
Chicago: Striking and B. S. sledges, 5 to 
16 lb, $10 per 100 Ib.; wood chopping 


mauls, 5 to 8 lb., $13 per 100 lb.: common 
fluted wedges, 3 to 6 Ib., $7.50 per 100 Ib, 


Solder and Babbitt Metal.—Prices 
are the same and the demand is fair, 
Quotations here are for standard guar. 
anteed goods. 


We quote from jobbers’ stocks, f.o.b, 
Chicago: Warranted 50-50 solder, $19 per 


100 lb.; Medium 45-55 solder, $18 per 109 
lb.; Tinners 40-60 solder, $17 per 100 lb,; 
high speed babbitt metal, $18 per 100 lb,: 


standard No. 4 babbitt metal, $7 per 100 Jb. 

Steel Sheets.—A reasonable amount 
of business is being done in steel sheets 
and prices have a tendency to be strong, 


We quote from jobbers’ stocks, ‘ 
Chicago: 28 gage galvanized sheets, $5.15 
per = Ib.; 28 gage black sheets, $4.15 per 
100 lb. 


Stove Boards.—No change in price is 
noted and the demand is fairly good, 
although the bulk of the business has 
been placed prior to this date. 


We quote from jobbers’ stocks, f.o.b, 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz.; 28-in., $16.95 doz.; 30- 
in... 19 doz.; Crystal paper 
boards, square, 26-in., $8.15 doz.; 
$9.10 doz.; 30-in., $10.80 doz. 


Sash Cord.—The present building ac- 
tivity has resulted in a good demand for 
sash cord. The recent advance in prices 
did not retard business at all. No 
changes in price have been recorded at 
this time. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 7 sash cord, standard brands, 


$8.45 doz. hanks; No, 8 sash cord, standard 
brands, $9.75 doz. hanks. 

Screws.—New prices continue at a 
high level and the demand is approxi- 
mately normal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 7744-20 
per cent off list; round head blued, 75-20 
per cent off list; flat head brass, 7244-20 
per cent off list; round head brass, 70-20 
per cent off list. 

Toys.—Sales are heavy. Little early 
buying has been done so there is a 
real rush at present. 

Traps.—Good prices for furs and the 
fact that many men are out of work 
have caused an increased interest in 
traps. Sales have been good and prices 
are the same as they were at the start 
of the season. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. Oneida Jump, $2.37; 
No. 1 Oneida Jump, $2.75: No. 1% 
Jump, $4.12; No, 0 Triumph, $1.71; No.1 
Triumph, $2.01; No. 1% Triumph, $3.05; 
No. 115X Clutch, $3.25. 


Wire Goods.—There is the usual good 
business in wire goods. The new prices 
of $2 to $2.10 per 100 sq. ft. for 12 mesh 
black painted wire cloth have brought 
out some future bookings and this de- 
mand will probably increase during the 
coming week. Poultry netting is also 
selling well for future deliveries. There 
are no price changes noted for this 


lined stove 
28-in., 


week, 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 8 black annealed wire, $3.35 
per 100 1lb.; galvanized barbed wire. $4.30 
per 100 Ib.; 12 mesh black painted wire 


cloth, $2.50 per 100 sq. ft.; poultry netting, 
55 per cent off; galvanized after weaving, 
50 per cent off; catch weight spool galvan- 
ized cattle wire, $4.30 per 100 Ib.; 50 rod 
spool galvanized hog wire, $3.85 per spool: 
No. 8 galvanized plain wire, $3.85 per 100 1b. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Nov. 12. 


7 HE quieting down of conditions in 

the heavy iron and steel trades, as 
noted in our report of last week, is still 
in evidence, and the impression is 
growing that the remaining six or 
seven weeks of the year are going to 
be quiet, with the possibility of an eas- 
ing off in prices, especially on the heav- 
ier forms of steel on which competition 
is quite keen. The leading finished 
steel items are plates, shapes and steel 
bars, and on these the market price 
seems to be settling down to 1.50 cents 
per lb., in large lots at mill. 

Prices on all grades of sheets are 
drifting to a lower level, and the most 
recent advance of $5 per ton does not 
seem to be maintained, even by the 
mills that were most active in putting 
it into effect. Another heavy steel item 
that is weak is steel pipe. The recent 
reductions in prices made by the Na- 
tional Tube Co. and by some of the in- 
dependent mills are not the minimum 
market prices. 

The only official reduction made in 
prices on steel in the past week was one 
of $10 per ton on tin plate. This was 
first made by the American Sheet & Tin 
Plate Co., and also by all of the inde- 
pendent mills. The official price on tin 
plate now is $4.75 per base box for 
bright plate, the former official price 
having been $5.25 per box. The new de- 
mand for tin plate in the past few 
months has been good, but the total 
amount of business this year will a 
ably be short of last year. 

The general weakness in prices on 
steel does not only apply to the heavier 
forms of semi-finished steel, but to pig 
iron, billets and sheet bars, and also to 
scrap, coke and coal. 

Operations among the blast furnaces 
and steel works in the Pittsburgh dis- 
trict show no change, being on about 
a 40 per cent basis. We are now get- 
ting close to the end of the year, and 
it is likely that there may be a slowing 
down in operations, as it usually hap- 
pens in the steel trade that at the end 
of the year demand always falls off, 
no buying being done that can be 
avoided until after inventory has been 
made and plans for the coming year 
fully defined. The unemployment situ- 
ation in the Pittsburgh district is bet- 
ter than it has been for some months. 
If the winter should prove to be an 
open one it is believed there will be 
little real distress. 

The hardware trade is moving along 
in the even tenor of its way, the vol- 
ume of business being fair, prices 
showing no radical changes, and deal- 
ers showing no alarm over the outlook 
for the future, believing that business 
will show steady gain. The weather so 
far has not been conducive to heavy 
sales of winter goods, and the sales of 
winter sporting goods have not been 
very active. 
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Dealers have laid in heavy stocks of 
sleds, skates, toys and other goods that 
are regarded as being in best demand 
in cold weather. The increased activ- 
ity among the steel mills is causing :a 
better demand for mill supplies, but 
the coal trade is dull, and as a result 
the demand for mine supplies is quiet. 

The wonderful improvement in the 
local building trade has greatly in- 
creased the demand for hardware and 
other supplies used in new building 
construction. It has also given employ- 
ment to thousands of men that were 
idle, and this means more buying of the 
necessities, and helps general business. 

Sales of hunting equipment are heav- 
ier than last year, and dealers say their 
stocks are moving out rapidly. 

Price changes in hardware in the 
past week were few, and these were 
almost all reductions made by manu- 
facturers who have secured lower oper- 
ating costs. Jobbers and retailers are 
passing these reductions on to their 
customers as fast as they are made, 
and this policy more than anything else, 
it is believed, will hasten the return of 
business to normal conditions. 


Ammunition.—Trade in hunting ac- 
cesories has been beyond what it was 
last year. The demand for shotguns, 
loaded shells and hunting clothing has 
been good, and on some lines dealers’ 
stocks have been depleted and they 
have sent in repeat orders. A local 
sporting goods store reports that its 
business so far this fall has been the 
heaviest in any similar period in its his- 
tory. Prices on shotguns and shells 
are guaranteed for the season by the 
makers, and are very firm. 


Automobile Accessories. — Trade is 
only fair, but the recent cut in prices 
on tires and tubes has helped the de- 
mand to some extent, but the other 
lines are very quiet. There is a fair de- 
mand for car robes and heaters, but 
owners of cars seem to have the idea 
that prices on other accessories will be 
lower soon and they are buying only 
what they must have. Jobbers quote 
from stocks, f.o.b. Pittsburgh, about as 
follows: 

Reliance jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100: Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50c. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each 
for over 100. 

Builders’ Hardware.— There is a 
growing feeling in the hardware trade 
that architects acting for clients who 
are building homes, or for those that 
are erecting large structures such as 
apartments, office buildings and hotels, 
are too prone to slight the character 
and quality of hardware that is used 
in these buildings, more especially in 
the medium priced homes ranging in 
price from $5,000 to $6,000 up to $10,- 
000 and $12,000. A case in point here 
is that of a local architect for a build- 
ing to cost about $20,000 and who spe- 
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cified that only 2 per cent of the cost, 
or $400, was to be expended for all the 
hardware. More than three times this 
sum was spent for electrical fixtures, 
and needless to say the owner of the 
building did not get the quality of 
hardware that should have gone into a 
building of this cost. 

Bolts, Nuts and Rivets.——New orders 
so far this month have been small, less 
than in the same period in October, and 


the assumption of the makers is that 
jobbers and consumers covered last 
month for some time ahead, and are 
out of the market until they have taken 


out these orders. Prices are holding 


fairly firm. Discounts on fairly large 
lots follow: 

Carriage | » & = im. shorter and 
smaller, rolle threads -10 per cent; 
cut threads, 6 0 r pans larger or 
longer than % t 65-10 per cent. 
Machine bolts wi } nuts, % x 4-in., 
shorter and email er, ! 1 thread, 70-10-5 
per cent; cut, 70-5 cent + larger or 
longer than % x 4- -10-5 per cent. 
Machine bolts with C. }. © & T. nuts, % x 
4-in., shorter and sma , 65-5 per cent; 
larger or longer than *% x 4-in., 65 per 
cent. Lag screws (cone or gimlet point), 
70-10 per cent. Bolt ends with H. P. nuts, 
65-10-5 per cent. Blank bolts, 65-10-5 per 
cent. Tap bolts, 40-10 per cent. Hot 


pressed square and hexagon nuts, blank, 
$5.50 off on’ tapped, $5 off list. Cold 
punched C& T square and hexagon nuts, 
blank, $5.25 off list; tapped, $5 off list. 
Semi-finished hexagon nuts, 9/16-in. and 
smaller, 80-10-5 per cent; %-in. and larger 
70-10-10-10 per cent. Case hardened hexa- 
gon nuts, 75-74% per cent. Rivets, 7/16-in. 
diameter ‘and smaller, 70-10-5 per cent. 

Coal Baskets.—The Franklin Barn & 
Equipment Co., Monticello, Iowa, has 
reduced prices on steel baskets and coal 
chutes, the reduction amounting to 
about 10 per cent. 


Conduit Wire—Makers of conduit 
wire have recently made a general re- 
duction of about 5 per cent in prices. 


Christmas Goods.—Local jobbers and 
retailers report a very good demand for 
Christmas goods, especially for medium 
priced tool chests and tool cabinets. 
The demand is also good for toys of all 
kinds, and dealers are looking forward 
to a good trade in all kinds of holiday 
goods. 


Braces.—Practically all makers of 
breast braces have made a reduction of 
about 10 per cent in prices. 

Flour Sifters—The -F. J. Meyers 
Mfg. Co., Hamilton, Ohio, has made an 
average reduction of 10 per cent on its 
full line of flour sifters and horse 
muzzles. 

Grindstone Fixtures. — The Wells 
Hardware & Foundry Co., Horse Heads, 
N. Y., has made a reduction of 10 to 15 
per cent in prices on grindstone fix- 
tures. 

Fire Pails——The Genesee Chemical 
Co., Genesee, N. Y., has made a reduc- 
tion of about 10 per cent in prices on 
factory and fire pails. 

Iron and Steel Bars.—Jobbers and 
consumers are evidently covered for 
some time ahead on both iron and steel 
bars, and as a result the new demand 
for both is quiet and mostly for small 
lots. As noted last week, the price of 
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soft steel bars is about 1.60c. at mill, in 
large lots, but on a desirable order buy- 
ers state they would have no trouble in 


placing contracts at 1.55c. and possibly. 


as low as 1.50c., but it would take a 
very attractive order to bring the lower 
price. 

For small lots, jobbers quote from stock 
about as follows: Steel bars from stock at 
2.10c. to 2.25c. and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 

Mops.—Owing to the higher prices 
for cotton, makers of cotton mops have 
advanced prices about 10 per cent. 

Jobbers now quote: No. 16 at $4; No. 20, 
$5.25, and No. 24 $6.25 per doz. from stock. 

Paints and Supplies ——Owing to the 
near approach of winter, the new de- 
mand for paints and painters’ supplies 
of all kinds has fallen off somewhat. 
Prices are not as firm as they were, and 
are being shaded on paints, white lead 
and on several other items. It is 
claimed a shortage in supply of window 
glass may develop before long, but in 
spite of this prices on window glass are 
being very severely cut, and the market 
is somewhat unsettled. 


Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.25 per 
gal.; standard grade linseed oil, 86c. per 
gal., and white lead, $11.50 per 100 Ib. 

Stucco 4-in. brushes remain at $4 each at 
retail; putty is now quoted at $1 for 12%4- 
Ib.: $1.90 for 25-Ib.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
lower, the cheaper grades being quoted at 
$2.75 per gal.; medium grades, $3.25 and the 
higher grades, $3.75 per gal. No changes 
were made in plate and window glass. 

Plate glass, less than 5 sq. ft., is 78 per 
cent off; over 5 sq. ft., 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, is 
83 per cent off, and double strength B, 85 
per cent off list. Standard grades of var- 
nish, inside finish, are $3.15 per gal., and 
for outside finish, $4.20 per gal. 

Poultry Netting. Quite liberal or- 
der are being placed by jobbers and re- 
tailers for poultry netting for delivery 
in the early spring, and a good deal is 
also being sold for prompt delivery. 

Discounts in small lots are 50 per cent 
off for galvanized after weaving, and 50 
and 10 per cent for galvanized before weav- 
ing. Somewhat lower prices are named for 
large lots. 

Screen Doors and Windows.—Prices 
on all makes of screen doors and win- 
dows for next spring delivery have been 
reduced about 35 per cent, and jobbers 
and dealers believe this heavy reduc- 
tion in prices will very materially in- 
crease sales when the season for these 
goods opens early next spring. 

The Continental make of screen doors, 
2-ft. 8-in. by 6-ft. 8-in., this being a stand- 
ard size of screen door, are now quoted by 
jobbers as follows: No. 241, $17.65 per doz.; 
No. 288, $22.50; No. 315, $33.45; and No. 
457 G, $21.80 per doz. Continental window 
screens are quoted by jobbers as follows: 
No. 7533, $4.20 per doz.; No. 1833, $4.65, and 
No. 2433, $5.65 per doz. 


Office of HARDWARE AGE, 
suardian Building, 
Cleveland, Nov. 14. 
USINESS with retail hardware deal- 
ers shows an improvement in or- 
ders for spring merchandise. Some 
spring lines are coming out in satis- 
factory volume, while other lines con- 
tinue to be inactive. Among the most 
active items of spring merchandise are 
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Rat Traps.—The Lovell Mfg. Co., 
Erie, Pa., and Oneida Community, Ltd., 
Oneida, N. Y., have made a reduction 
of 50c. gross on Sure Catch and Hold 
Fast mouse traps, and a reduction of 
75¢c. per gross on the same makes of 
rat traps. 


Revolvers.—The Smith & Wesson Co., 
Bridgeport, Conn., has made a reduc- 
tion of about 10 per cent on its full line 
of revolvers. 

Jobbers are now quoting to the trade: 
Smith & Wesson, safety hammerless, 32 
caliber at $20.40, and hand ejector at $22. 

Refrigerators.—The White Mountain 
Refrigerator Co., Nashua, N. H., has 
issued a new price list on its full line 
of refrigerators, which is said to show 
a general average of 10 to 15 per cent 
reduction in prices. 


Sheets.—The new demand for sheets 
is holding up quite well, but the bulk 
of the tonnage being shipped out by the 
mills in sheets is on_ specifications 
against contracts placed some time ago 
before the recent advance in prices was 
made. In fact, it is stated that the 
mills that made the last advance of $5 
per ton on all grades of sheets have 
again gone back to the former prices, 
which are 3c. per lb. for No. 28 gage, 
black sheets, and 4c. per lb. for No. 28 
gage galvanized sheets. Jobbers re- 
port a fair demand and are quoting 
from stock as follows: 
annealed sheets, 
28 gage Bessemer black sheets, 
3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 

Wire Cloth.—The new prices recently 
adopted on wire cloth, and which show 
a reduction of 15 to 20 per cent on this 
year’s prices are as follows: 


Black wire cloth, 100 sq. ft., $2.10; gal- 
vanized, $2.45, for same mesh; and bronze, 
$7 per 100 sq. ft. for 14 mesh. 


Handles.—Theodore J. Ely, Girard, 
Pa., announces a reduction of 20c. per 
doz. on mop handles. 


2.75c. to 3c.; No. 
3.25¢c. to 
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Wire Products——As yet no new an- 
nouncement has been made by the 
American Steel & Wire Co. in regard 
to what was reported as a contemplated 
advance of $2 per ton on nails and wire, 
and it is not believed this advance will 
be made in the near future. It will be 
recalled that an advance on nails and 
wire was made on Sept. 12 last of 15c. 
per keg on wire nails and $2 per ton on 
wire. However, jobbers were given the 
privilege of covering ahead for an in- 
definite time at the lower prices, and 
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wire cloth, screen doors and windows 
and rope. Sleds, kiddie cars and glass 
baking ware for the holiday trade are 
moving well, but other holiday lines 
have not opened up to any great ex- 
tent. 

Jobbers’ sales in general hardware 
lines are holding up well for this sea- 
son of the year, but retailers for the 
most part are buying in small lots. 


November 17, 192] 


as a result have not been active in the 
market recently, as they covered their 
needs for practically the reminder of 
this year. Prices on wire products are 
none too strong, a local interes: stating 
that recently it placed only a fair-sized 
contract for wire nails at $2.40 base, 
per keg. Not much betterment in de- 
mand for nails or wire is looked for un- 
til after the turn of the year. Prices 
being quoted by jobbers in siiall lots 
from stock are as follows: 


Wire nails, $3.25 base per keg 
ized, 1 in, and longer, including |:;ge-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.85 per 100 lb.; annealed fence wire, Nos, 
6 to 9, $2.85; galvanized wire, $3.15; gal- 
vanized barbed wire, $3.85; galvanized fence 
staples, $3.85; painted barbed wire, $3.35; 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.80; these priceg 
being subject to the usual advance for the 
smaller trade, all f.o.b, Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days, 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
684% per cent for small lots, f.o.b. Pitts. 
burgh. 


galvan- 


Wrought Pipe.—New orders in iron 
and steel pipe seem to have slowed 
down a little since the threatened rail- 
road strike was declared off, jobbers 
and consumers having bought quite 
freely while the strike was hanging 
fire, in the fear that perhaps shipment 
from the mills would be delayed in case 
the strike went into effect. The demand 
for oil well supplies is not very active 
and prices are showing some weakness, 
one leading jobber having lately in- 
creased discounts from 5 to 10 per cent 
to his trade. The reduction on steel 
pipe and also on line pipe, that went 
into effect on Sept. 16, is not minimum 
of the market, some jobbers, and mills 
as well, selling under the prices adopted 
on that date. As a rule mills making 
iron and steel pipe are running at 50 to 
60 per cent of capacity. Jobbers re- 
port their trade in pipe and tubes as 
relatively slow, and are quoting steel 
pipe f.o.b. Pittsburgh, in small lots, as 
follows: 

Black Galvanized 


Torches.—The Gem Mfg. Co., N. 5. 
Pittsburgh, has made a further reduc- 
tion of about 10 per cent on its full line 
of oilers and torches. 


Locally the retail trade is rather irreg- 
ular, some dealers reporting a very sat- 
isfactory volume of business and others 
complaining about sales. Such season- 
able items as gas heating stoves, stove 
pipe and window boxes are in fair de- 
mand, 

Price changes during the week were 
not numerous. The most important was 
the announcement of new prices om 
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screen doors and windows which are re- 
duced 35 per cent as compared with 
this year’s prices. Jobbers have placed 
in effect the reductions recently an- 
nounced by manufacturers of wire 
cloth. A slight cut has also been made 
on axe and sledge handle prices. Deal- 
ers report that on volume orders they 
are able to get price concessions from 
jobbers on some items, particularly 
builders’ hardware. 


Automobile Tires and Accessories.— 
Sales of tire chain have been good and 
jobbers look for additional sales as 
soon as weather conditions necessitate 
the use of chains. Seasonable acces- 
sories have not yet commenced to 
move, but the trade looks for a good 
business in hood covers, radiators and 
heaters. While three or four tire man- 
ufacturers have recently made further 
reductions in prices, other manufactur- 
ers are continuing to adhere to their old 
prices. 

We quote from jobbers’ stock f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.33; No. 

in lots of 12; A. C. Titan spark 
plugs. 65c. in lots up to 10, and 58e. in lots 
of from 10 to 100; Derf spark plugs, 9fec. 
each for all sizes, in lots less than 50 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 

Axes.—The demand for axes has 
quieted down as the buying for the sea- 


Mill and Hardware 
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son is practically over. 
changed. 


Prices are un- 


Jobbers quote: First grade ngle bitted 
axes, handled, $21 per doz.; unhand}: $1 
per doz.; double bitted axes, hand ee. 
per doz.: unhandled, $22.50 per ) 
ond grade axes, single bitted, hand 
per doz.; unhandled, $16 per doz 
bitted, handled, $24 per doz. ; unhandlk 
per doz. 


Brushes. — Paint brushes are being 
sold in fair volume for spring delivery, 
the recent decline in prices on some 
items having apparently stimulated 
business. Prices are guaranteed until 
the time of delivery. A very good de- 
mand is reported for painters’ steel 
wire scratch brushes. 


Bolts and Nuts.—The demand for 
bolts and nuts is rather quiet at pres- 
ent. Prices are irregular, competition 
for business having resulted in more or 
less shading by jobbers. Regular 
prices are given below. 

Jobbers quote Large and small n 


volts, cut thread, 65 per cent off list 


» bolts, large small, cut thread 
to 65 per cent off t; stove bolts, 75, 
and 5 per cent off x 
Boilers and Radiation.— 
shortage in boilers and 
deliveries are slow, particularly on ra- 
diation. Jobbers report that about 
thirty days is the best that can be ex- 
pected on factory shipments. The de- 
mand continues to be good. 


There is a 
radiation and 
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Barb Wire.—Sales of barb wire are 
very light and prices are unchanged. 

We quote barb wire from jobbers’ stocks 
in S0-rod spools as follows Cattle wire, 


$3.55; hog wire, $3.s American Special, 
S?.S0 


Builders’ Hardware.— The demand 
for builders’ hardware has slowed down 
somewhat. Some orders are being 

‘ed for completing buildings now 
er construction, but few orders for 
work are coming in. 

Bit Braces.—Leading manufacturers 
of bit braces have reduced prices 10 per 
cent, 

Cutlery.—There is some demand for 
cutlery, shears and razors for filling in 
stocks, but few orders have been placed 
so far for the holiday trade. 

Cotton Chalk Line.—A price addition 
of 10 per cent has been made on cotton 
chalk lines. Jobbers quote 50-ft. ball 
chalk lines at 70 cents. 

Eaves Trough and Conductor Pipe.— 
Jobbers are getting rate volume 
of orders on these it nd prices are 
unchanged. 

Jobbers qi 


ve, crated 


CY l and 1 
crated ‘ 


Fence. _The re is virtually 


fence at present. Prices are u 
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BARS—CROW — 
Steel Crowbars, 10 to 40 Ibs., 


Pinch Bars, 10 to 40 Ib., 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 o#..35% 
Belting, Heavy, 16 og. 
Belting, Medium, 14% 
Belting, Light, 
Second quality, Sides 
Second Quality, Shoulders. 60% 
Cut L Leather Lacing, Strictly 
OS svécestkscacnbenar 45% 
Sieies Lacing Sides, per sq. 
ft. Raw Hide, No. 1 in- 
Side 17 sq. ft. and over. .47¢ 
Under 17 sq. 


Rubber— 


Competition (Low Grade} pete ds 
Stand 7 


BLOCK S—Tackle— 
Common Wood. 149 
TrrievrrriiTe tt 


Carriage, Machine, &c.— 
ommon Carriage (cut thread): 
4 « 6, and smaller. ..40&10% 
tommon Carriage (rolled 

thread) : 
% + 6, and smaller. .50-10-5% 
Larger or longer.......50-5% 
Phila. Eagle, $3.00 list... .60% 
Bolt Ends, #. ee 40% 
Gchine (cut thread): 
s 4, and smaller... 
Lerger or longer... 
DRESSING—Belt— 
in gal. cans, gal. .$3.00 


ye AND DRILL 


60-5% 
-50-10-5% 


Bit Stock......5010% 
Taper and Straight 
k 50% 


Wire Gauge Jobbers’ and ES 
Blacksmith 50% 


rece Drills fo Fead "45-5 % 
EMER Y—Turkish— 


Out of market at promeas t time. 
ic, Ib. -ll¢ 


HAMMERS AND 
SL -EDGES— 


60-10-10% 
OILERS— 
Steel, Copper Plated.. .60-10- 
Chace, Brass and Copper 10% 
Railroad, coppered 
Chace, Zinc Plated 
Railroad, brass 
PICKS AND MATTOCKS— 
Railroad . .+--40-5% 
Contractor’. s Pick 
30. 10% Discount 
ROPE— 
Eastern Retail Trade. Per Ib. 
Manila, % in. diam. and larger 
Highest Grade. .19'4¢ fb. base 
Second Grade 14¢ base 
Hardware Grade 
Sisal, % in, diam. and larger: 
Highest Grade 
Second Grade .. ons 
Sisal, Hay, Hide and "Bale 
Medium and Cea ¢: 
First Quality, 
quality 
Sisal, Tarred, 
Yarns: 
First quality 
Second quality 
Cotton Rope: 
Best 5/16-in. and larger, 
50¢ to 
and larger, 
47 @48¢ 
5/16-in. and 
45 @46¢ 


Medium — 


Medium, 6/16-in. 
Third Gr., 


. “M-in. ond up.....23¢ 
2, %-in. and up....17%¢ 
SAWS AND FRAMES— 
Hack— 
Saw Blades: 


Saw Frames— 
Iron adj., per doz........ 
Steel, adj., 8 to 12 in., 
Steel, adj., steel hdle., per 


Star HH. S$... PGMs cccece: 
Adj. Pistol-Grip, per ane 


Aan 
~t 


SCREW S— 

Coach, Lag and Jack— 
Coach, Gimlet Point......60-5% 
re Jack Screws— 


Standard List 40-10% 


Machine— 
Cut Thread Iron, 

Fiat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 
er or Oval Head. 40&10% 

Thread Iron, F. H. o 


Th read Brass: 
or eevee eeel ds 
Fillister or Oval Head 
Set and Cap— 
Fiat Head, Iron 
Set (Steel) net advance 
H d. a 
and smailer 
and larger 
Filiister Head Cap.. 
Wood 


‘ ‘Head 
ound Head, Bronze 
52% &1081 


STOCKS, DIES AND 
_TAPS— 


=, S. Reig a Taps, No. 2 to 


, larger.45-5% 
W ASHER S—Cast— 
Over %-inch, barrel 
100 Jb. 


Washers 


WRENCHES— 
Agricultural eens 
Alligator or Crocodile.. 
Drop Forged S..... 
Stilison pattern. 

Genuine Walworth Stillso 


METALS— 


Copper— 


Spotter and Sheet 


Sheet Zine 
11 Be 


Solder— 


Prices on solder j 
private hrand vary ace 
composition. 
Babbitt Metal— 
Best grade, per Ib 
Commercial grade. per 
Antimony— 
Asiatic, per 6% @6ie 
Alaminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure). in ingots for 
remelting, per Ib 29@31¢ 
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Garbage and Ash Cans. — There is 
considerable demand at present for ash 
cans. Prices are unchanged. 

Jobbers quote: No, 7 ash cans at $18 
per doz.; No. 8, $19.80 per doz.; No. 9, 
$23.40 per doz. 

Galvanized Ware.—Sales of galvan- 
ized ware are holding up well. While 
prices are still irregular there is some 
evidence of a stiffening in prices. 


Jobbers quote galvanized tubs’ with 
wringer attachment; No. 1, $7.25 per doz. ; 
No. 2, $8.25 per doz.; No. 3, $9.25 per doz. 
Heavy Red Band tubs, No. 1, $13.75 per 
doz.: No, 2, $15.50 per doz.; No. 3, 25 
per doz. Standard pails, 10-qt., $2.2: 
doz. ; 12-qt., $2.50 per doz.; 14-qt., $2.75 per 
doz.; 16-qt., $3.40 per doz. 


Guns.—Sales of guns are light. Re- 
tailers are buying one or two guns at a 
time as they make sales, and do not 
seem anxious to stock up at present 
prices. More activity is expected this 
week when the hunting season opens. 

Handles.—Prices on axe and sledge 
handles have declined about 5 per cent. 
The demand at present is light. 


Jobbers quote: hickory axe _ handles, 
single and double bitted, best grade, $5 per 
doz.; XXX grade, $4.35 per doz.; XX grade, 
$3.60 per doz.; X grade, $3 per doz. 

American Fork & Hoe Co.’s wood ‘‘D” 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable ‘“‘D’ grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4 50 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz ; 4%4-ft., $3.60 per 
doz.: XX grade, 4-ft., $4 25 per doz.; 4%4-ft., 
$4.60 per doz. 

Levels.—There is little demand for 
levels. Prices are unchanged. 

Jobbers quote Stanley levels as follows: 
No. 0, cherry, non-adjustable plumbs and 
jevels, $11.50 per doz.: same, adjustable, 
with brass trimmings, $20 per doz.; No. 93, 
mahogany levels, adjustable and_ brass 
bound, 24-in., $2.89 each; 26-in., $3.13; 28- 
in., $3.26; 30-in., $3.40. 


Lanterns.—Although some small lot 
orders are being placed the demand for 
lanterns is somewhat below normal. 


Nails and Wire.— The demand for 
nails and wire at present is only mod- 
erate. Prices are unchanged. 

Jobbers quote nails at $3.40 per keg for 
less than car lots for stock shipment; $3.25 
per keg for less than car lots for mill Ship- 
ment; $3 per keg for car lots for mill ship- 
ment. For shipment from stock, jobbers 
quote No. 9 annealed wire, $3.15 per 100 
Ib.; No. 9 galvanized wire, $3.65 per 100 
lb.; cement coated nails, $3 per keg; plain 
staples, $355 per keg; galvanized staples, 
$4.05 per keg. 

Oil Cook Stoves.—There is a mod- 
erate demand for oil cook stoves for 
spring delivery but virtually no sales 
are being made for early shipment. 

Jobbers quote oil cook stoves as follows: 
Harvard, 2-burner, $1085; 3-burner, $14.25; 
4-burner, $18.20. Cabinet type, 2-burner, 
$14 35; 3-burner, $18.50; 4-burner, $24.20. 








Office of HARDWARE AGE, 
419 Unity Building, 

Boston, Nov. 12, 1921. 
OCAL shelf hardware jobbers’ daily 
4 sales, measured in dollars and 
cents, are running behind those for the 
corresponding period last year, but the 
volume of goods moving out of stock 


is considerably larger. All of which 
means the average retail hardware 


dealer in this section of the country is 
doing a remarkably good business. The 
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Ovens. — Although jobbers recently 
began to take orders for ovens for 
spring delivery, there are not many re- 
tailers who are inclined to buy at the 
present time. 

Jobbers quote glass door ovens, No. 700, 
$2.60; No. 750, $3.25; No. 850, $4.60. Cor- 
responding sizes, without glass doors, $2.40, 
$2.95 and $4.10. 

Paints and Varnishes.—Some busi- 
ness is being placed in paints for spring 
delivery. As prices are guaranteed, re- 
tailers cannot lose by making their pur- 
chase at the present time. The trade is 
expecting some new price announce- 
ments after the meeting of the paint 
manufacturers’ association in Chicago 
this week. The demand for automobile 
paints is fairly heavy. Prices on white 
lead are now being guaranteed for de- 
livery until February 28. 





Jobbers quote best quality of paints at 
$2.60 per gal. for colors and $2.75 for white. 
Turpentine, 964%ec., or an advance of about 
5e. per gal. in bbl. lots. Linseed oil, 77e. 
per gal. for raw oil and 79c. for boiled oil. 
Best quality white lead, 124c. per 100-Ib. 
kegs. 

Poultry Netting and Wire Cloth.— 
Following the recent price reductions 
on wire cloth by manufacturers, jobbers 
have made corresponding reductions 
and report a fair volume of sales for 
spring delivery. 

We quote prices as follows for mill or 
stock shipment. Poultry netting, 50 per 
cent discount. Twelve mesh black wire 
cloth, $1.95 to $2 per 100 sq. ft.; galvanized, 
$2.40 per 100 sq. ft.; bronze wire cloth, 
14-mesh, $6.75 per 100 ft. 

Refrigerators. — Sales of refrigera- 
tors for next spring’s delivery have so 
far been light, as dealers generally 
seem inclined to postpone their pur- 
chases. 

Rope.—Rope is in fairly good de- 
mand for spring shipment. Prices are 
unchanged. 

Jobbers quote best grade manila rope at 
16%c. per lb for mill shipment and 17\c. 
per Ib. for stock shipment, and sisal rope 
at 13c. per lb. from mill and 13%c. per Ib. 
from stock. 


Sleds.—Although the buying of sleds 
has been very heavy during the past 
few weeks, there is still a fair demand. 

Stove Pipe and Elbows. — Sales at 
present are limited largely to pick-up 
orders, as the season’s buying is well 
over. 

Jobbers quote prices as follows: For ship- 
ment out of stock, 6-in. Security pipe, 
2s-gage blued, $4 per crate; 26-gage, blued, 
$41.60 per crate; elbows, 28-gage, $1.50 per 
doz. 

Stoves.—The demand for stoves con- 
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story is somewhat different concerning 
those lines carried by the heavy hard- 
ware jobbers. In this instance, sales 
and volume are not only running be- 
hind the 1920 figures, but are less than 
those for the corresponding period last 
month. The spurt in mill supply house 
business noted last week and the pre- 
vious week appears to have lost its 
edge. Collectively, therefore, the New 
England wholesale hardware situation 
is beginning to grow spotty. If the 
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tinues dull. Jobbers are getting a 
fairly good volume of orders, but the 
aggregate sales are light in view of the 
prevailing small size of orders. 


Steel Sheets and Tin Plate.—Follow- 
ing the reduction in mill prices on tin 
plate jobbers have made a correspond- 
ing reduction and now quote bright 
coke tin plate at $5.50 per box. Sheets 
are moving slowly with prices un- 
changed. 

Jobbers quote No. 28 
3.75¢c.; No. 28 galvanized, 4.75c., ar 
blue annealed, 3.10c. 

Screen Doors and Windows.——Prices 
on screen doors and windows have been 
announced for spring and the new 
prices show a sharp reduction of about 
35 per cent from last season’s prices, 
Jobbers are booking a fair volume of 
business at the new prices. 

Jobbers quote as follows: Continental 
screen doors, 2-ft. 8-in. x 6-ft. 8-in., No. 
241, $17.65 per doz.; No. 281, $18.50 per doz.; 
No. 314, $26 per doz.; No. 315-G, $34.50 per 
doz. 3-ft. x 7-ft. sizes: No. 241, $19.40; 
No. 281, $20.25; No. 314, $28.25; No. 315.G; 
$37.90. Continental extension window 
screens, per doz.: No. 1233, $3.40; No. 1533, 
$4 20; No. 1833, $4.65; No. 2433, $5.65; No, 
2437, $6.05; No. 2833, $6.50; No. 2841, $7.50; 
No. 3033, $6.80. 

Screws. — The demand is 
and prices are unchanged. 


black sheets at 
No. 10 


moderate 


Jobbers quote screws as follows: Flat 
head, bright, 75, 10, 10, 5, and 10 off list; 
round head, blued, 75, 10 5 and 10 off list; 
round head, nickel, 65, 10 and 10 off list; 
flat head, brass, 70, 10, 5 and 10 off list. 

Sash Cord.—Sales of sash cord are 
rather slow at present. Prices are un- 
changed. 

Jobbers quote sash cord as follows: Yale, 
10c. per lb.; Forest City, 42c. per l).; Silver 
Lake, 65c. per Ib. 

Tacks.— The demand for tacks is 
steady at the recent price reduction. 

Jobbers quote tacks as follows: 8-02. 
upholsterers’ tacks in \4-lb. 
per doz.; 8-oz. blued carpet tacks 
papers, 45c. per doz.; 8-oz. bill 
tacks, 12c. per Ib. 

Steel Roofing.—The demand for steel 
roofing, which recently quieted down, 
has picked up again. 


papers, 50e. 
in 4-lb 
posters’ 


Jobbers quote: 29-gage corrugated gal- 
vanized roofing at $3.65 per sq. 

Wood Alcohol.—Retail dealers are 
placing some orders for wood alcohol 
for early shipment. Manufacturers 
have advanced prices 2 cents per gal- 
lon, but jobbers are adhering to their 
recent quotation of 45 cents per gallon 
for 188 proof wood alcohol. 


retail trade is spotty, it is less notice- 
able than in the wholesale, due to the 
amount of shelf hardware and so-called 
specialties being absorbed by the p%)- 
lic. 

On the other side of the |edger We 
have a slow but gradual improvemen 
in general industry, which means that 
more and more workmen are gettin 
out of the unemployed class, and mor? 
and more employees getting in more 
working hours per week. The working 














a 
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class is. the prime factor in the circu- 
lation of money. Savings banks reports 
show deposits are increasing instead of 
decreasing, meaning that a tremendous 
purchasing power is developing. It 
thererore appears quite definitely set- 
tled that the bottom has been reached 
and passed in hard times. Granting 
that to be so, the New England retail 
merchant still has something encourag- 
ing to look forward to. 

The past week was remarkably frec 
from disturbing downward revisions in 
prices. To be sure, there are some 
changes to report, but remarkably few, 
and in almost every instance of com- 
paratively little importance. As against 
weakness in values, rumblings of price 
advances have been heard the past 
week in certain lines handled by the 
hardware trade. These rumblings have 
not amounted to a great deal, but after 
the long spell of price cutting, they 
are pleasing to the ear. They at least 
suggest one thing—that producers of 
merchandise in many instances are be- 
ginning to feel that liquidation of raw 
material inventories has about run its 
course. 

Automobile Accessories.—We are ap- 
proaching a time of year when many 
owners of automobiles will put them 
up for the winter, and the local whole- 
sale automobile accessories market is 
beginning to discount this condition. 
Unless we have an unusually large 
amount of snow, however, there will 
be more cars and trucks on the road 
this winter than ever, simply because 
the number in use is constantly grow- 
ing. For that reason the retail hard- 
ware dealer can expect to do a larger 
accessories business than he did in 
1920, provided, of course, he goes after 
it Another favorable factor in the 
situation is the large number of used 
cars offered on the market. Most of 
these sooner or later should find an 
owner who will need accessories. With 
the exception of a decline of about 10 
per cent in the Bemis & Call line of 
automobile wrenches, prices on the 
standard lines of accessories remain 
practically as heretofore. 

Axes.—Going business in axes, ac- 
cording to the average jobbing house, 
is largely confined to special weights 
and even then the individual order 
calls for limited amounts of stock. The 
rank and file of retail hardware dealers 
are still convinced that prices are due 
for a drop, consequently are confining 
purchases to actual requirements. The 
situation in axe handles is much the 
same. Retail dealers are getting along 
with what little stock they have on 
hand or ordering fresh goods only as 
actually required and in small lots. 
from jobbers’ stocks: Single 
axes, standard, $15 per dozen base; 


louble axes, $19 pér dozen base, with- 
t handies, 


_ Batteries and Bulbs.—No fault can 
ve found with the market for batteries 
and bulbs, according to jobbing houses. 
Orders coming in are in a great many 
imstances larger than for any previous 
“me this year. Here and there one 
hears of a retail dealer treating this 


quote 
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class of merchandise more as a 
cialty. That is, he is making it 
to keep a good stock of po; 
ing lines on hand and gradually 
ing up the bulk of the battery a: lb 
business in his particular town 

The reduction in the unit quantit 
cases makes it a comparatively i: 
pensive matter to keep a good st 
and assortment of these on hand. On 
the people in his locality discover they 
can always obtain what they want in 
this line, a good, steady trade is as- 
sured. 


spe- 
a point 
sell- 


round- 


We quote from jobbers’ stocks: 

Batteries.—Leading makes, standard tu- 
bular 3-cell batteries, 50 list; standard 
2-cell, 35c. list; baby batteries, 30c. Dis- 
counts: Less than unit packages, one-third 
off list; unit packages, 40 per cent off list: 
10 or more packages, 40 and 10 per cent off 
list. Unit cells, No. 035, 15c. each: No. 950, 
l7c. Boxes of 50 units, 40 per cent off list. 
Five or more boxes, 40 and 10 per cent off 
list. 

Bulbs.—In less than unit lots, list; in 
unit lots, 30 per cent off list; 100 bulbs 
assorted, 40 per cent off list 

Spotlights.—Eveready, No. 
complete, $4 list; No. 2672, 
$3.75 list. 
30c. Three 

15e. 


No. 935, 

Bolts and Nuts.—Sentimentally, job- 
bing prices on bolts and nuts are firmer, 
but no higher. In other words, some of 
those jobbers who have been inclined to 
shade prices in order to secure busi- 
ness, have discontinued the practice. 
The demand for stock, however, is no 
better and at best is only fairly good. 
Local supplies are in good condition 
and prompt deliveries can be made. 


2674, nickel, 
fiber, complete, 
Special bulb for same, No. 1162, 
unit cells, No. 950, l7e. each; 
each. 


We quote from jobbers’ stocks: Machine 


bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 69 per cent discount; 
larger and longer, 50, 10 and 5 per cent dis- 
count, with C T D nuts, 50 per cent 
discount; tap balts, 10 per cent discount: 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per 
discount; stove bolts, 50 and 10 per cent 
discount; bolt ends, 50, 10 and per cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
Ib.; tapped, $2.25; C PC : 1 T square 
blank, $2.50; tapped, $2; semi shed hexa- 
gon nuts, 9/16-in. and smaller, 75 per cent 
discount; larger, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 
cent discount; machine scr nuts, iron 
list; machine screws, nuts, brass, 25 per 
cent discount. 

Fine Tools——While the movement is 
below normal, retail hardware dealers 
report more frequent sales of fine tools. 
As a result, they are placing “filling- 
in” orders with the jobbers and manu- 
facturers. The average New England 
retail stock of fine tools, however, is 
and has been for more than a year 
badly broken. Makers of fine tools are 
securing new business outside as well 
as in New England, an? have materi- 
ally reduced stocks the past two months. 
With manufacturers’ stocks steaaily 
decreasing and consumption increasing, 
the fine tool situation is healthier than 
appears at first glance. The conviction 
is growing among primary interests 
that business will be back on a satis- 
factory basis prior to late spring, 1922. 

Electrical Goods.—In electrical goods 
the demand in the jobbing market ap- 
pears to run to certain things. For in- 
stance, there is an excellent business 
in irons, which undoubtedly is founded 
on the fact that more and more peopl 
all the time are finding it more con- 


nt 
cent 


ews, 


venient and cheaper to run an electric 
iron than it is a stove at the present 
cost of anthracite coal. Electrical 
heaters also are among the top liners 
in activity, and toasters are selling 
quite well. Local wholesale stocks of 
electrical goods are in fairly good con- 
lition and one hears practically no 
iit finding among retailers concern- 
deliveries. 


uote from jobbers’ stocks: 
Hot point, 30 per cent discount; 
in lots of five or more, $3.35 each; 
f less than five, $3.50 each; Shel- 
>» net, each; Universal, nickel 
S01, $7.50 each; No. 902, $6.75; 
75: No. 708, $8.75; No. 9021, 
23, $6.25; No. 9051, $8. Dis- 
ent; 12 pieces or more, 30-5 
es or more, 30-74% per cent. 
point, 30 per cent discount; 
t 52, sunburst type, $11.50 
il ; Gisco r 
Percolators Universal, 
nickel, $22 $24; silver, 
each: No. $16 $25; copper, $26.50; 
Silver, $29; vO } each, net. Dis- 
count, of per cer es or more, 30-5; 
24 pleces or more, r cent. 

Toasters.—tU nivers lL No. 945, 
$7.50 each; No. 946, scounts same 
as on other goods. net, 

each: Star, 33.76, net 
Gril's.—Universal, ni 

! N 


982, 


cent. 
No. 


9166, 
$26.50 


39.79, 


84, $12.50 
eacn; $11.50. D intS same as 
on other soods. 
Heat Pads. 
$10.75 each. 
roods, 
Curling trons.—Universal, nickel, 
9901, $6.25 each; No. 99011, $6.75. 
counts same as on other goods. 
Ranges.—Two burners, with quill 
oven, : $688, $31.50. Discount, 3 


ce! 


9940, 
other 


Universal, nick N 
Discounts same as on 
No 
Dis- 


and 
No. per 

Handles.—Local jobbing houses have 
revised prices on farming tool handles. 
Sales of handles have not been up to 
expectations for many months, the av- 
erage retail dealer feeling, as he has, 
that prices were due for a drop. The 
cost of lumber and labor have been 
such that manufacturers found it diffi- 
cult to readjust their selling lists, and 
there the matter rested. With new 
season’s prices definitely settled, job- 
bers anticipate better business. 

We quote from jobbers’ stocks: Handles, 
hay fork, hoe and rake, 20 per cent dis- 
count, regular; 25 per cent discount on 
quantity lots. Wooden D-handles, 10 per 
cent discount. 

Fork ferrules, list, net. 

Heaters.—Most of the orders placed 
months ago for oil heaters have been 
filled by jobbers here, and business has 
settled down to tail-end orders from 
dealers who did not buy, thinking they 
carried over enough stock from last 
season to supply all wants, or from 
retail firms that did not order heavy 
enough in the first place. The supply 
of tail-end orders is gratifying to job- 
bers, who claim they are cleaning up 
on their stocks better than expected. 

We quote from jobbers’ stocks: Nesco 
Perfect heaters, No. 12, $5.25 list each; 
No. 15. $6.75 Ni 016. $8.10 No. 06199, 

t In 


1600. $9F No. 1900. $11.85. 
Discoun I 30 


} 


ts of less than ten, 30 per 
scount in lots ten or more, 33% 


Ice Tools.—The ice tool season 
; , 


has 

and will continue so until i 
ting is over. Just when that will 
is problematical, for it depen i 
rely on weather conditions. irtu 
ally all of those retail hardware deal- 
ers who make it a practice to carry a 
arge stock of tools placed their orders 
firms 


and 


ner ‘e 
ope 1ce€ 


7 , } , rh ad 
wholesale three or fou 


months back, 


with 


business 
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in satisfactorily from those retailers 
who do not go into the game quite so 
strongly. As contrasted with last sea- 
son prices are 15 to 25, largely 25, per 
cent lower. 









Ice Tools. Gifford-Wood, hooks, _ ice, 
3oston pattern, 4% - $19.75 per doz.; 
switching, 3 ft. 8-in., D-handle, $22.25; car 





4 ft., $30. 
6 per doz.; 14%- 
29. 


ice, 4 ft., $24; car ice, 
Tongs.—Boston, 18-in., ) 
in., $26.50; 16%-in., $27; 20-in., $ 









Axes.—Boston ice, 38-in. handle, 8% x 
1%-in. blade, $36 per dozen. 

Saws.—Ice house, $3.50 each; hand, 
guard iron handle, $2 to $2.50; oval iron 
handle, $2.25 to $2.75. 

Shavers.—4-point, 3 to $3.25 each; 
5-point, $3.50 to $4; 7-point, $4.50 





Chisels.—Canal, $5 to $6.50 each; splitting, 
$4.50 to $5.50; socket bar, $7.50; starting, 





9 





. ‘Discount, 20 per cent from list prices. 

Nails.—One continues to hear con- 
siderable talk concerning a pending ad- 
vance in mill prices on wire nails, but 
that appears to be about as far as the 
thing goes. Previous to the last ad- 
vance in mill quotations on nails, New 
England jobbers stocked up heavily and 
while retail buying has been good since 
then there apparently are enough nails 
on the Boston market to fill all require- 
ments during the next month or longer. 
Jobbers therefore have paid little at- 
tention to indicated higher price talk 
and as far as we are able to discover 
there has been no rush on the part of 
the retail dealer to get in under cover. 
There continues to be a spread in 
j prices, namely $4 to $4.20 per keg base. 
The situation on cut and other kinds 
of nails remains unchanged. 





















We quote from jobbers’ stocks: Wire 
nails, per keg from the store, $4 to $4.20 
base, f.o.b. Boston; cut nails, $4.50 per keg, 









base; galvanized cut nails, $8.30, base. Tre- 
mont schedule of extra same as heretofore. 
Oils, Ete.—Since last reports the 





market on turpentine has been strong. 
People close to primary interests look 
for a sudden and rather sharp drop in 
the wholesale market within the near 
future, following which there will be 
a gradual advance in prices until Jan. 
1, at least, when they expect turpentine 
in barrel lots will sell at $1 or higher 
on southern port docks. In the first 
place, they say daily receipts at the 
primary markets just now are exceed- 
ing sales, but this is a temporary sit- 
uation as shown by the visible supply 


















5 figures. The French surplus stocks 
have been practically cleaned up, 
France and England will soon be 








obliged to enter the market for sup- 
plies and German buying is gradually 
increasing. The situation on this side 
of the water is in strong hands, due to 
Government financing of the surplus 
stocks. 

The linseed oil market is firmer and 1c. 
per gallon higher, while denatured alcohol 
has ceclined 5c. per gallon. Turpentine is 
now quoted in barrel lots at 91c.; in 10- 
gal. lots at $1.01; in 5-gal. lots at $1.06; 
and in 1-aal. lots at $1.12. Linseed oil in 
barrel lots is 76c.; in 10-gal., 86c.; in 5-gal., 
9ic.; and in 1-gal., 96c. 

Local jobbers’ prices on oils, etc., per 
gallon, follows: Oils—Castor, $1.30; Cylinder, 
80c.; Lard, $1.15; Linseed, 76c.; Neatsfoot, 
$1.15. Alcohol, etc.--Denatured, 45c.; Wood, 
75c.; Gasoline, 32c. to 36c.; Benzine, 32c. to 
36c.; Turpentine, 91c. 


Putty.— The market for the best 
grades of putty in 125-lb. drums is yc. 
lower at 6'4c. per lb. bringing the 
price down to within 1c. of that quoted 





























for commercial grades. 
ference 
grades naturally has swung the bal- 
ance of trade to the better kinds. 
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The slight dif- 


between prices for the two 


Robes.—According to the local job- 


bing houses, automobile robes are sell- 
ing well, with the higher priced vari- 
eties leading in activity. 
this market have been reduced to sma!] 
proportions, and 
urally is poorer. 
blankets, on the other hand, is limited. 
Weather conditions may have had some- 
thing to do with business conditions. 


Stocks on 


the assortment nat- 
The call for horse 


Up until very recently the weather has 
been so warm that worn, thin blankets 


have answered the purpose of the aver- 
age 


horse owner. 

We quote from jobbers’ stocks: Automo- 
bile cloth, gray and black, 56 x 64-in., $2.50 
2.90 each; better grades 





each; 60 x 80-in., 

in a large variety of colors, 60 x 70-in., 
$3.50 each. Chase plush robes, in colors, 
54 x 72-in. Sanford, $6.50 each; St. Louis, 
$10 each; Newton, $12 each; Omaha, $11 
each; Exeter, $14 each; 84-in., Newton, $14 
each; Omaha, $13 each; Exeter, $16 each. 

Tire Price Reductions 
Price reductions ranging from 


10 to 30 per cent, effective Nov. 
15, have been made on fabric and 
cord automobile tires by the Good- 
year Tire & Rubber Co., the Miller 
Rubber Co. and the General Tire & 
Rubber Co., Akron, Ohio. These 
cuts follow’ similar reductions 
made recently by the Firestone Tire 
& Rubber Co. and the Mason Rub- 
ber Co., both of which announced 
reductions Nov. 1 ranging on an 
average from 10 to 20 per cent. 

The revised price schedules made 
by most of the large rubber com- 
panies bring tire prices down to a 
level ranging from 10 to 15 per 
cent below pre-war figures. 


Screws.—The market on cap screws 
apparently is as open as ever, quota- 
tions named recently by various job- 
bing houses ranging from 65 to 75 per 
cent discount. Some retail houses as 
well as large users of cap screws evi- 
dently are of the opinion it is a good 
time to stock up. At least business has 
been more active since last reports. 
The call for machine screws, in the ag- 
gregate, is satisfactory, all things con- 
sidered, and prices appear steadier. 
Active competition among jobbers con- 
tinues for wood screw business and an 
extra 10 per cent is often given when 
large lots are quoted on. 


We quote from jobbers’ lists: 

Wocd Screws.—Iron, bright, flat, 774% per 
cent discount to 77%, 20 and 5 per cent 
discount; round and oval, 75 per cent; 
fillister, 75 per cent: blued, flat, add 5 per 
eent; 77% per cent discount; round, 75 per 
cent; japanned; flat, 70 per cent discount; 
round, 67% per cent; tinned, flat, 624% per 
cent discount; round, 60 per cent; galvan- 
ized, flat, 62% per cent discount; round, 
60 per cent; coppered, flat, 7% per cent 


discount; round, 70 per cent; bronze plated, 
round and flat; nickel plated, round and 
flat; silver plated, round and flat and brass 


plated, round and flat, all 65 per cent dis- 
count. 

Wood Screws.—DLrass, bright, flat, 72% 
per cent discount; round and oval, 70 per 
cent. Nickel piated, flat, 65 per cent dis- 
count; round: 65 per cent discount. 

Wood Screws. Bronze, metal, plain, 
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brown, 67% per cent discount; 
oval, 65 per cent. 
Machine Screws, 


round and 


rews, 56 


Etc.—Coach 
set s 


and 10 per cent discount; rews, in- 
cluding headless, 65 and 10 per cent dis- 
count; cap screws, square and hexagon, 65 
to 75 per cent discount; fillister, 40 and 19 


per cent discount; flat, 30 per cent discount: 


button head, 20 per cent discount; Jag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 7) per cent 
discount; fillister, 45 per cent ciscount: 


flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount, 
Sleds. — Since last reports various 
sections of New England have experi- 
enced light snows and colder weather. 
The touch of winter has speeded up 
shipments of sleds ordered some 
months ago. New business is coming 
forward slowly at the moment, but the 
usual belated pre-holiday buying is ex- 
pected to set in shortly. 
We quote from jobbers’ stocks 
Flexible Fliers.—No. 1, $2.84 net 
No. 2, $3.34; No. 3, $4.34; No. 4, $4.67; 
5, $6.34; Racer, $4.50; Junior Racer, $3.67, 
Speedaway.—No. 99, $14.40 per doz., net: 


each; 





No. 100, $16.20; No. 150, $20.40: No. 200, 
$25.20; No. 250, $28.80; No. 300, $33.60, 
Paris Line.—Discount is 40 per cent. 
Snow Shovels.—Weather condition; 
10N3 


referred to in the previous paragraph 
have reminded a lot of retail dealers 
they are in need of snow shovels not- 
withstanding the slim season last year. 
A pronounced increase in the move- 
ment of goods out of stock has re- 
sulted, it being estimated in conserva- 
tive quarters that shipments the past 
week have exceeded those for the pre- 
vious month. 

Toys.—Certain kinds of toys are sell- 
ing well. Investigation shows that the 
average local jobbers’ stock of toys is 
smaller than generally realized. The 
season for the wholesale houses, there- 
fore, will wind up better than hoped 
for earlier in the year. 

We quote from jobbers’ stocks: 





Erectors.—No. 00, 35c. each; No. 0, 538¢.; 
No. 1, $1.05 No. 2, $1. No. 3, $2.45; No. 6, 
$7; No. 7, $10; No. 8 6.67; No. 10, $24.50. 


Wireless Sets.—No. 4004, $3.85 each, 


Soldering Outfits.—No. 7001, 7c. each; 
No. 7002, $1.67. 

Miscellaneous.—Hydraulic and pneumatic 
engineering, No. 6502, $7 each. lHleat ex- 
perimenting, No. 6510, $17.50. Separate 








phone, No. 3507, $3.63. 





Minerology.—No 50, $5.25. . 
Motors.—-No. P-52 (2 terminal batteries), 
$1 each; No. P-54 (reverse motors), $1.83; 





No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformers), $4.55. 

Traps.—Trappers are beginning the 
season’s activities. In many small New 
England towns where work is. slack 
people have signified their intention of 
devoting their entire time to the trap- 
ping of fur bearing animals this win- 
ter They report fair success thus far, 
with skins in prime condition. Local 
hardware jobbers report more or less 
stock moving from day to day. There 
was comparatively little advanced buy- 
ing this year because the average re- 
tail dealer carried over stock. Orders 
coming into this market now signify 
some retailers’ stocks have shrunk ma- 
terially of late or that others are hay- 
ing a call for certain kinds and styles 
of traps. 





We quote from jobbers’ stocks: Victor 
with chains, No. 0, $1.71; No. 1, $2.01; No. 
1%, $3.05; No. 2, $4.21; No. 3, $7.15; No. 4 
$8.60. 

Jump Traps, with chain, No. 9, 

No. 1, $2.75; No. >, $4.12; No. 2, 
No. 3, $8.87. >. 

Blake Traps, with chains, No. 0, 342% 
No. 1, $2.50; No. 114, $3.75; No. 2, $04 
No. 3, $7.50; No. 4, $8.75. 
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Office of HARDWARE AGE, 
3725 Colfax Avenue South, 
Minneapolis, Minn., Nov. 7, 1921. 


T HERE is nothing new to report in 

the way of general business condi- 
tions. While things seem to be gen- 
erally on the mend the improvement is 
rather slow, and will undoubtedly con- 
tinue so throughout the winter. 

Further declines in the prices of 
grains sold by the farmers and low 
prices for livestock makes any decided 
improvement impossible until this con- 
dition is remedied. While merchandise 
prices have declined, they are still too 
high when compared with prices ob- 
tained by the farmer for his crops. 

Retail dealers who are willing to 
spend a reasonable amount of money 
or advertising are able to do a very 
fair amount of business. 

Money and credit conditions appear 
to be improving gradually. 

There have been no price changes 
of importance during the past week. 

Builders’ Hardware.—This line con- 
tinues to be one of the most active car- 
ried by the retail hardware dealer, and 
judging from the amount of permits 
being issued each week, a good amount 
of business should be done during prac- 
tically the entire winter. 

Axes.—The demand for axes con- 
tinues to be rather slow. Prices re- 
main the same as they have been for 
some time past. 

We quote from local jobbers’ stocks: 
Single bit, $14.50; double bit, $19.50, base 
weights. 

Brads.—There is a very good. and 
steady demand for brads on sizes used 
in millwork. Prices remain as when 
_last quoted. 

We guote from local jobbers’ stocks: 
Brads in bulk, 75 per cent; in small pack- 
ages, 70 per cent. 

Bolts.—The demand for bolts is only 
of fair volume. Jobbers’ stocks are 
ample. Prices remain unchanged. 

We quote from local jobbers’ stocks 
Small carriage bolts, 60 per cent; large 
carriage bolts, 50-5 per cent; small machine 
bolts, 60-10 per cent: large machine bolts, 
55-5 per cent; stove bolts, 75-10 per cent; 
lag scre ws, 60-10 per cent. 


Coal Hods.—There is now a fairly 
steady demand for coal hods, and an 
average season’s business is expected. 

We quote from local jobbers’ stocks: 
Japanned open, 17-in., $4.30; 18-in., $4.80 
japanned funnel, 17-in., $5.40; 18-in., $9.90; 
galvanized open, 17-in., $6; 18-in., 36 
galvanized funnel, 17-in., $7.40; 18-in., $8 

Eaves Trough, Conductor Pipe and 
Elbows.—There is a fairly good sale 
for this line at the present time. Prices 
remain the same. 


We quote from local jobbers’ stocks 
Eaves trough, 28 gage, 5-in. » lap joint, sin- 
gle head, $4.50 per 100 ft.; 3-in. conduct 
pipe S gage corrugated, $4.50 per 100 
ft.: elbows. 3-in., corrugated, $1.63 per doz 


or 


Files.—Sales of files continue about 
the same with very little prospect of 
improvement. Prices are unchanged. 
_We quote from local jobbers’ stocks 
Nicholson files, 60 per cent; Arcade files, 
$0-10 per cent: Riverside files, 65-10 per 
cent 

Galvanized Ware.—The demand for 
galvanized ware continues to be rather 
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TWIN CITIES 


dull and inactive. Prices 
the same levels. 

We quote from local jobbe1 
Galvi nized tube No. 1, $6.40 per 
, $7.20: No. 3, $8.40; heavy galvan 
;. 560; No. 2, $20.50; No. 3, $22 
standard 10-qt., galvanized pails, 
12-qt., $2.46; 14-qt., $2.75; 16-qt. 
pails, $4.35; 18-qt., $4.80. 

Glass and Putty.—There is a very 
good demand for both of these items 
at the present time. Individual sales 
are not large, but they reach a fair 
volume. Prices remain the same as 
when last quoted. 

We quote from local jobbers’ stocks: 
Single strength, S80 per cent: double 
strength window glass, 82 per cent Com- 
mercial putty in bladders, $4.10 per cwt. 

Lanterns.—The demand for lanterns 
continues in fairly good volume. Job- 
bers’ stocks are ample. Prices remain 
unchanged. 

We quote from 
Tubular long gl lobe 
short globe. $1: f 
$17.60 per doz. 

Nails.—The sales of nails continue to 
be very active and of very satisfactory 
volume. Prices are the same. 

We quote from loca 
Standard wire nails 
coated nails, $3.40 bass 

Oil é s. Sales of oil heaters 
are showing some improvement, but 
there is not as good demand as has 
existed in previous seasons. Prices re- 
main as when last quoted. 

We quote from 

a} vanned, polish 

3.50 each: 
capa itv, $5 
4-qt. capacity, 

Paper.—The demand for builders’ 
papers of all kinds continues to be very 
good. Prices are the same. 

We quote from 
No. 2 tarred felt 
felt. $1.58 
cwrt 

Registers.—The demand for 
ters continues to be rather inactive. 
Prices remain as when last quoted. 

We quote I f t 
Cast steel re 
standard price li 

Rope.—There appears to be a grad- 
ual improvement in the rope situation 
so that sales are considered be fair. 
Prices remain unchanged. 

We , ] 

Pure 

sisal ] } e 
Sandpaper.—The sales of sandpaper 
remain very satisfactory. Jobbers’ 
stocks are dapuiin Prices are firm. 

We quo from local jobbers’ stocks 
Best grade No. 1 at $7 per ream: second 
gr o. 1 at $6.50 per ream N 1 garne 


$15 per rear 
Sash Cord.—There is a very active 
demand for sash cord at the present 
time. Jobbers’ stocks are ample and 
prices remain as when last quoted. 
We quote from t 
grades from 58c. to 6 
nary sash cord from 3ée. t 41 
Sash Weights.—In line with sales of 
cout cords there is a good demand f 
sash weights. Prices remain the same 
We quote from loca jobbers’ t s 


$2.30 per cwt 
Screws.—Both jobbers and dealers 
report a fairly active demand for 


loea iol 
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screws of all sizes. Stocks are ample 
and prices remain firm. 
We quote from local jobl 
Flat head bright screws, 80 per ce 
head blued screws, 75 per cent 
anned screws, 70 per nt; f 
iss screws, 721, per cent; round head 
ss screws, 70 per cent. 
Snow Shovels and Sidewalk Scrapers. 
While up to the present there has 
‘en no demand, sales should imme- 
itely open up as there is a heavy 
Ww storm in progress at this writing; 
unusually heavy for so early in the win- 
ter. Prices remain unchanged. 
We 1Ote from local jobbers’ 
Wood, s $5.20 per doz.; steel 
blade, st tht dle, $4.5 or doz gal- 


vanized st 1 D handle, $11 per doz 
steel sidew: > ( ver doz 


Solder.—Th. ie! ind for solder is 
showing a : improvement. 
Prices remain as when last queted. 

We ote fro ra’ 
Half and half sold 

Steel Sheets.—The 
rather light and very 
ment is expected. 
the same levels. 


+ lee © 
SLOCKS . 


Stocks: 


remains 
improve- 
Price ntinue at 


galvanized sheets E 

" Steel Traps.—Dem: “ry for this line 
should soon open up as there is a heavy 
snowfall, and if the weather should 
continue cold the trapping season will 
open up shortly. Prices are the same. 


+ per t -> 


$ 
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Ne 
Stove Riadeicntbelies are now re- 
ceiving a fairly good business on the 
entire line of stove goods. Prices re- 
main firm. 


-in., 10z 

Tin Plate—The demand for tin 
plate shows no particular improve- 
ment. A slight decline in priceS can 
be expected in 

We q . 


c 
a 


= x 
Washers.—The demand 
continues to be very light. 
no change 


SA 


Ww sndiaahiti ten 
ceiving an averag demant 


same. 


Wire.—There is a continue 
mand for wire and only 
ount of business 


the same. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 




















Aluminum Hot Water Bottle 


Stanley Insulating Co., Inc., 200 
Fifth Avenue, New York, has added to 
its line of unbreakable metal products 
the Stanley All Metal Hot Water 
Bottle, made entirely of aluminum. 

The bottle may be put to every use 
required of a hot water bottle. It will 
not rust, collapse or leak. The flat 
bottom found on this bottle is a very 


- - — 
STANLEY 
Hot Water Bottle 


Stanley Aluminum Hot Water Bottle 


important point as it permits the user 
to stand it on end when filling. This 
feature eliminates burned fingers from 
scalding water and makes it easier to 
handle. A flannel cover is included 
with each bottle. 


Firm Brings Out New Washer 


The American Gas Machine Co., Al- 
bert Lea, Minn., has recently placed on 
the market a new electric washer called 

















The Rightway Washer 


the Rightway. The Rightway washer 
is built and operates upon the same 
principle as the Oscillator vacuum 





washer manufactured by the same con- 
cern. The Rightway has a number of 
new features, the most important being 
the copper lined cypress tub, alum- 
inum vacuum chamber, and cut steel 
gears running in oil in oil-tight metal 
housings. 

It is said that the Rightway is abso- 
lutely silent in operation except for the 
hum of the motor. The reversible 
wringer is of the latest safety type, 
swings in a complete circle and may be 
locked at any desired point. The manu- 
facturers claim that the vacuum method 
of washing as applied in the Rightway 
washer is an exclusive feature of ma- 
chines of their manufacture. 


Holds Kettle for Filling 


This device, which has been aptly de- 
scribed as “The missing link in kitchen 
equipment,” enables the user to hang a 
kettle or other vessel on the faucet while 
it is being filled. 

Housewives find that it eliminates the 
daily danger of burns from a steaming 



























Ellis Faucet Kettle Holder 


kettle, and relieves them of the strain 
of holding the kettle while it is being 
filled. Without some such device the 
only safe and easy way to fill a kettle 
is to rest it in the sink. This method 
scratches both the sink and the kettle, 
and usually leaves water on the bottom 
of the kettle, which means kettle-drip- 
pings on the floor and range. 


Reading matter continued on page 96 
94 





faucet and can be attached and detached 
with ease. 
garages 
buckets are filled from a faucet. 


Charles E. Ellis, 32 Central Avenue, 
Newark, N. J. 


Ill., offers the trade the Turner Gaso- 






The kettle holder will fit any kitchen 






It is also used in factories, 
and other buildings where 







The device is manufactured by 







Double J et Torch 


The Turner Brass Works, Sycamore, 





























(rome wT 
AQJUSTING NEELLE 









Oar -CUP 
FEEO- TUBE 
























Torch 





Turner Gasoline-Kerosene 





line-Kerosene Torch with hot blast, 
double jet, that burns either gasoline or 
kerosene without adjustment changes. 
By means of a baffle in the burner tube, 
filled with asbestos, on which the flame 
is constantly applied, the present fuel 
is generated. A slot on the top of the 
burner tube forces the flame onto the 
baffle so that the fuel is generated into 
hot dry gas. 

The general features in the construc- 
tion of this improved line of torches are 
quickly seen in the illustration. The 
double jet feature makes the heat sup- 
plied much more intense than a single 
jet flame. An improved air pump is 
used on this torch. 



















Coupling Switch for Electrical 
Appliances 

One of the most annoying things that 

can happen, when using a_ household 




































Beaver Coupling Switch 





electrical appliance without a switch, is 
to have to break the connection when 
answering the doorbell or telephone. 
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Tie This Book to Your Counter 


—— ig is assumed you are stocked with McKinney Complete 

% 1 Garage Sets. Now here’s what happens. A customer 

McKINNEY fe comes in. He is building a garage and wants to ask about 

GARACE SETS fa door hardware. You reach for the McKinney catalog. It’s 
fastened to the counter—on the end of a piece of cord. 








"“Eneramees™ Sa You turn over the pages. At page five the customer stops. 
Fist Revd oH Here is just the kind of door he needs—a sliding-folding 
PAS: 4 type for openings from six to nine feet wide. On this page 
a a he sees three photographic views of the doors, a picture show- 
aie |. ing each individual piece of hardware, a plan for hanging the 
oe doors and a descriptive article about this particular set. He 
looks over the other pages devoted to other style doors and 
other sets, but comes back to page five. He is sold. You 

note the numberof the set, swing around to the shelves, take 

down a box with this number on it and the cash register rings 


up a sale. 

















Think how much easier this is than the old way of selling 
garage door hardware. No marathon around the store as- 
sembling track, bolts, hangers and hinges. No mistakes and 
no dissatisfaction. 

If you haven't McKinney Complete Garage Sets on your 
shelves, you are missing a big opportunity to build up sales 
and pull down overhead. Send for a copy of this McKinney 
Garage Set Catalog. 

McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago. Export Representation 


MCKINNEY 


Also manufacturers of e 
McKinney farm building 
door hardware, furniture In es an 











hardware and McKinney 
One-Man Trucks. 
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Few appliances have special switches 
and it is usually necessary to pull apart 
the plug to release the current. 

The Beaver Coupling Switch, a prod- 
uct of the Beaver Machine & Tool Co., 
Inc., Newark, N. J., fits in between the 
two sections of the ordinary push plug 
and provides a ready switch, button 
controlled by the push of the finger. 

To install this coupling switch re- 
quires no tool or additional wiring, as 
the two parts of the plug are merely 
pushed into opposite ends of the coup- 
ling switch. 


Twin Motion Ice Cream Freezer 


New Standard Hardware Works, Inc., 
Mount Joy, Pa., offers the trade the 
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-Twin Motion 





Principle of Operation 
Freezer 


new standard twin spiral motion ice 
cream freezer, made entirely of steel. 
It clamps to the table and will not slip 
in use. It is said to make creamy ice 
cream in a very short time, with a big 
saving of labor and ice. 

All parts are made of steel heavily 
retinned. The ice pail is of heavy gal- 
vanized iron. There is no wood to 
splinter or fall apart when dry and no 
cast iron to break. The twin spiral mo- 
tion is obtained by having the dasher 





Twin Motion Freezer Assembled 


and the can move in opposite directions, 
while the peculiar and patented features 
of the spiral dasher constantly forces 
the cream from the bottom of the can 
up through the staggered openings of 
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the dasher to the top. This process 
thoroughly mixes the batter. The table 
clamp is a very handy feature, as it 
allows the operator to have both hands 
free to work with. The cream can and 
ice pail are tapered, because it is con- 
sidered by authorities that a wide top 
opening makes it easier to remove the 
cream. 

There are really three parts to this 
outfit, all of which are easily cleaned 
and assembled. 


Priscilla Aluminum Ware 


Priscilla Aluminum Ware is made by 
the Leyse Aluminum Co., Kewaunee, 
Wis. 

The chief characteristics of Priscilla 
Aluminum Ware are pleasing and at- 
tractive shapes and designs, heavy gage 
plate aluminum, massive beads which 
add further to the strength of the uten- 


sil, and unusual double polish or finish. 


Another feature of the line is the great 
care expresced in the little details of 
manufacturing—the triple riveting, the 
precision with which handles are formed 
to fit the body of the utensil, the care 
in rolling the beads tightly, and the 
high standard of welding. 

The Priscilla tea kettle is said to be 
representative of the line. Instead of 
the round bail a patented flat bail is 





Priscilla Tea Kettle 


used. This bail is made of two pieces 
which lock inside the handle; there are 
no nuts to work loose and the handle 
will not turn in the hand. Another fea- 
ture of this tea kettle is in the use of 
heavy aluminum ears in place of tinned 
steel ears which might discolor and rust. 


Hog Rings and Ringers 

Hog rings, though of great impor- 
tance to the farmer, have been changed 
but little in the past twenty years. The 
Stewart Hog Ring Manufacturing Co., 
Paris, Ill., has recently placed a ring 
on the market which they claim pre- 
vents fence lifting and chicken catch- 
ing, as well as rooting. 

It is made of extra heavy coppered 
wire and has a bar welded at right 
angles to the main body of the ring. 
The points are inserted in the mem- 
brane between the nostrils in the same 
manner as a bull’s ring, allowing the 
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bar to stand in a vertical position in 
front of the hog’s nose. 

The company is putting this ring out 
in hog, shoat, and pig sizes, under the 
guarantee that the ring will stay and 
give satisfaction for one year. Its spe- 
cial ring to prevent chicken catching 
differs in construction in having a 
longer bar, curved in such manner that 
it projects horizontally in front of the 
animal’s nose. An extra heavy malle- 
able ringer, having a nut for locking 
screw after the ringers are adjusted, 
has recently been listed among this com- 
pany’s products. 

This ringer is adapted to any Hill 
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{ Stewart Hog Ring 





type of ring, as well as the Stewart 
ring, and is sold under guarantee 
against breakage. 


For Attaching Nameplates 

Manufacturers have long sought an 
easy, inexpensive method of perma- 
nently attached nameplates,  trade- 
marks, ete., to their products. 

Such fastenings are very easily made 
by means of a new drive-screw, which 
has a thread of very steep pitch and a 
slotless head. 

To insert these screws, holes are 
drilled of a size a trifle larger than 
the cylindrical point, or pilot, and the 
screws are driven in with a hammer, the 
entire screw being hardened and heat- 
treated, the steep pitch threads easily 
‘ut their way into gray iron or any 
Sento material. 

' Since their heads are not slotted, 
these screws cannot be removed except 
by cutting off, thus making it difficult 











Parker Drive Serew 


to substitute another nameplate than 
the one originally fastened to the ma- 
chine. They are manufactured by the 
Parker Supply Co., Inc., New York. 

















